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A total of 430 applicants for the 
1958 Million Dollar Round Table qual- 
ified during January, bringing total 
qualifications through Jan. 31 to 851, 
according to MDRT Chairman Wil- 
liam D. Davidson, associate manager 
of Equitable Society at Chicago. 

January qualifiers exceeded Janu- 
ary, 1957, by 125 and the total quali- 
fied through Jan. 31 is 133 more than 
on Jan. 31, 1957. 

Of the 430 January qualifiers, the 
qualifying-and-life, repeating, catego- 
ry accounted for 147, which, with ear- 
lier qualifiers, brings the total for this 
classification to 347 through Jan. 31. 

Life members qualifying in Janu- 
ary numbered 51, bringing the ag- 
gregate to 115. 

Qualifying and life, first time, ac- 
counted for 58 of the January total, 
bringing the Jan. 31 aggregate to 124. 

The January qualifying and repeat- 
ing group numbered 102, which brings 
the month-end total for this category 
to 156. 

There were 72 first-time qualifiers 
in January, bringing the total of new 
members through Jan. 31 to 109. 
Following is the complete list of 
January qualifiers, divided into the 
five MDRT categories: 


Qualifying & Life, Repeating 


J. Max Abramowitz, Lincoln National, Bal- 
timore; C. L. Alworth, North American Life of 
Chicago, Honolulu; D. W. Ashley, Northwest- 
ern National, Fort Worth; Daniel Auslander, 
Massachusetts Mutual, New York City; William 
Aydelotte, Travelers, Schenectady; Huffman 
Baines Jr., Southland Life, Austin, Tex.; D. C. 
Ballou, National of Vermont, New Canaan, 
Conn.; M. L. Balser, Massachusetts Mutual, 
Atlanta; S. M. Barg, New England Life, New 
| York City; Jerry Bell, Southland Life, Austin, 

Tex; K. R. Bentley, Mutual Benefit Life, 

Danville, Tll.; Myron O. Bickel, American Na- 

tional, Galveston; A. H. Bickerstaff, London 

Life, Toronto; C. R. Bigbie Jr., Massachusetts 

Mutual, Tulsa; J. F. Bond, Mutual Benefit 

Life, St. Johns, Mich.; R. G. Bowers, New 

York Life, Keokuk, Ia.; J. W. Brakebill, Prov- 
) ident Life & Accident, Memphis; R. C. Brand, 
| National of Vermont, New Canaan, Conn.; H. 
| D. Brewster, New England Life, Providence; 
I. H. Brewster, Phoenix Mutual, Pittsburgh. 





R. R. Brown, Northwestern Mutual, Win- 
ston-Salem, N. C.; T. R. Buchanan, New York 
Life, Arlington, Va.; A. A. Campbell, North- 
western Mutual, Minneapolis; D W. Campbell, 
Minnesota Mutual, Dallas; R. W. Campbell, 
Fidelity Mutual, Altoona, Pa.; N. G. Caputi, Fi- 
delity Mutual, Providence; H. M. Charlap, Sun 
Life of Canada, Philadelphia; R. K. Clark, 
New England Life, Cleveland; E. L. Collins, 
New York Life, San Francisco; J P.. Costello, 
Southwestern Life, Dallas; F. J. Cox, Massa- 
chusetts Mutual, San Antonio; R. O. Darnell, 
Provident Life & Accident, Jackson, Miss.; R. 
A. Davies, New York Life, San Francisco; J. 
H. Dearie, New York Life, New Orleans; G. E. 
Deras, Connecticut Mutual, Omaha; J. N. Des- 
mon, Continental Assurance, Buffalo; A. L. Di 
Nieri, John H. k, Rochester, Y.; D. A. 
Donaldson, London Life, Toronto; L. F. Duax, 
Equitable Society, Eau Claire, Wis.; J. F. Du- 
mas, New York Life, New Orleans. 

A. A. Ebenstein, Union Central, Beverly 
Hills, Cal.; J. M. Edelstein, Connecticut Mu- 
tual, Chicago; D. U. Elliott, United Services 
Life, Norfolk, Va.; R. L. Emerson, Phoenix 
Mutual, Boston; E. R. Erickson, John Hancock, 
Buffalo; C. T. Ermlich, Ohio National, Alliance, 
O.; S. R. Espedal, United Services Life, Hono- 
lulu; Z. W. Finberg, Great-West, St. Paul; A. 
Cc. F. Finkbiner Jr., Northwestern Mutual, 
Philadelphia; H. V. Friedman, Massachusetts 
Mutual, New York City; L. V. Freudberg, 
Massachusetts Mutual, Washington, D. C.; R. 
C. Fyke, Occidental of California, Los Angeles; 
A. E. Gillman, Northwestern Mutual, Balti- 
more; J. A. Ginn Jr., New York Life, Palatka, 
Fla.; E. F. Gore, Franklin Life, Ft. Lauderdale, 

(CONTINUED ON PAGE 30) 





480 Qualified In January, Holz Leaves N. Y. 
851 Have Made ‘58 MDRT 


Department Mar. 15, 
Wikler Succeeds Him 


NEW YORK—Superintendent Lef- 
fert Holz of New York announced 
Thursday that he had submitted his 
resignation to Gov. Harriman effec- 
tive March 15, by which date he be- 
lieves the present legislature will have 
substantially completed its work. 
While Mr. Holz said any announce- 
ment of a successor would have to 
come from the governor’s office, it is 
known that the new superintendent 
will be Julius S. Wikler, first deputy 
superintednent. Mr. Holz will retire to 
private law practice with the firm of 
Holz & Schrier, New York specialists 
in real estate law. He will also con- 
tinue as chairman and president of 
Mortgage Facilities Corp., set up by 
the legislature in 1956 to refinance 
mortgages in depressed areas where 
owners had been experiencing diffi- 
culty in getting financing. 


Eagles’ National Life of Cincinnati 
hospital benefit from a $300 maximum 
for each hospital case to a $500 maxi- 
mum with no increase in premiums 
and has added a $15 anesthesia fee. 


NALU Agents Forum 
To Debate Selling 
Of Multiple Lines 


Should Life Agents Write 
Other Risks? Should General 
Insurance Agents Write Life? 


WASHINGTON—For its midyear 
meeting next month, National Assn. of 
Life Underwriters has scheduled a 
four-man panel discussion on a lively 
and controversial topic—Should the 
life agent write mutiple line coverage 
and should the general insurance agent 
write life? 

The four panelists will express as 
many different viewpoints: 

1. That life agents should sell 
multiple lines. This view will be pre- 
sented by H. Cochran Fisher, Aetna 
Life, Washington, a former trustee 
of NALU. 

2. That life agents shouldn’t. So 
contending will be Harold W. Baird, 

(CONTINUED ON PAGE 29) 








N.Y. State Life Managers Told: 





‘Instant Life Insurance’ Needed 


To Keep In Tune With The Times 


SARATOGA SPRINGS, N.Y.—With 
instant cereals, coffee, puddings, cake- 
mixes, frozen waffles, biscuits, fruit 
juices, meat, pies and TV _ dinners 
getting such a big play from the con- 
sumers, maybe the life insurance busi- 
ness should pay more attention to con- 
venience appeal, Vice-president Tho- 








Winners of the president’s organization trophies are shown with President 
Charles J. Zimmerman of Connecticut Mutual at the general agents’ conference 
| at Boca Raton, Fla. They are (from left) Ralph H. Love, Hartford; Edward C. 
Jahn, Newark; Paul C. Kaul, Omaha; Jack K. Gannon, Seattle, Mr. Zimmerman, 
and Edward B. Bates, Los Angeles. The Gannon and Jahn agencies, as first- 
time winners, received the symbolic banjo clocks for their offices. The other 
three, winners of clocks in previous years, received bronze plaques this year. 





mas C. Morrill of State Farm told the 
annual meeting of the General Agents 
& Managers section of New York 
State Assn. of Life Underwriters. 

Though noting that replacement of 
existing life insurance by the family 
policy “is not to be encouraged,” Mr. 
Morrill said that “that should not blind 
us to the evidence that in this simple 
package the life insurance business is 
providing family protection in a form 
that appeals to today’s customer. The 
best argument for the family policy is 
the $5,000 of protection that it puts on 
the head of the household. The best 
rebuttal to its critics is the fact that 
in three out of four American homes 
today nobody now has that much in- 
surance. The family policy represents 
life insurance marketing innovation. 
We must evaluate it in that light.” 


“Tremendous Achievement” 


The family policy, Mr. Morrill said, 
is “a tremendous achievement.” He 
cited a statement by Institute of Life 
Insurance on the unprecedented pub- 
lic response to the policy, which “has 
resulted in record purchases in a frac- 
tion of the time new plans have taken 
in the past.” 

Mr. Morrill endeavored to reconcile 
the conflicting points of view on sell- 
ing life insurance and general lines of 
insurance through the same agent. At 


one extreme is the view that it won’t 
be long before people will buy all of 
their insurance protection from a sin- 
gle source and pay for it in single 
monthly installments. At the other ex- 
treme is the view that selling property 
and liability insur- 
ance demands so 
much expertness 
that it is virtually 
impossible for the 
individual agent to 
achieve profes- 
sional competence 
in the life field 
as well, 

Both viewpoints, 
said Mr. Morrill, 
need to be qualifi- 
ed in terms of the 
market that is be- 
ing considered. Many property and 
liability companies now acquiring life 
affiliates use the American agency 
system as their distribution mechanism 
and it is agents in this category that 
place a large share of the insurance 
protection required by business and 
industry and upperbracket individuals. 
To the extent that they sell life in- 
surance, any additional sales will only 
intensify the competition in that part 
of the market, But they are not likely 
to expand significantly the distribution 


(CONTINUED ON PAGE 29) 





Thomas C. Morrill 





JOHNSON SAYS: 


Race For Consumer's 
Dollar Even More 
Intense This Year 


TUCSON—The pace of change—in 
all businesses, including life insurance 
—is intensified by the growing strug- 
gle for the consumer’s dollar and will 
reach a new record level this year, 
President Holgar J. Johnson of Insti- 
tute of Life Insurance declared at the 
second of a series of lectures on cur- 
rent problems in insurance. 

The series is sponsored by the Uni- 
versity of Arizona college of business 
and public administration, through a 
grant by New York Life. 

The accelerated rate of change, he 
said, is reflected in such developments 
as fringe benefits, only 15 years old, 
which today account for nearly one- 
third of present life insurance, most of 
the annuities, and the greater part of 
health insurance; the family plan pol- 
icy, less than two years old to all in- 
tents and purposes, yet representing 
as much as 25% of all new ordinary 
business today; premiums graded by 
size, even newer than the family pol- 
icy; still more recently a policy pro- 
vision to insure future insurability 
and also a heme buyer’s package of 
fire, casualty and life insurance. 


Should Be Ready To Adapt 


Life insurance, said Mr. Johnson, 
should be continuously ready to adapt 
to the necessary changes—not just 
change for its own sake but where it 
will benefit the public. He listed these 
among the trends and pending chang- 
es that are before the business in the 
year ahead: 

1. Continued down-trend in the cost 
of life insurance. 

2. Widened ownership of group, 
with consequent drop in the average 
outlay per $1,000 of protection. 

3. At the same time, increased pur- 
chasing of policies with a retirement 
factor. \ 

4. Greater dependence of the insur- 
ance market on those already owning 
some life insurance. 

5. Increased life insurance owner- 
ship by women, with greater premium 
differentials by sex. 

6. Continued trend toward more lib- 
eral risk acceptance. 

7. Simplification of small policies as 
premiums graded by policy size ex- 
pand. 

8. Widening of special uses of life 
insurance. 

9. More extensive use of monthly 
budgeting of premiums. 

10. Increased pension plans. 

11. Elaboration of fringe benefit 
coverages. 

12. Greater automation, 
policyholder services. 

13. Sharp increase in policy benefit 
aggregates, as recent heavy purchases 
age. 

14. Increased professional develop- 
ment of the agent. 

15. Somewhat reduced pace of new 
company formation. 

16. Greater consciousness of 
need for better business citizenship. 

The Boklan agency at New York 
led Bankers Security Life of New York 
in volume and premiums in 1957, and 
has been awarded a trophy for its 
achievement. 
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Northwest Assns. 
Endorse Paul Green 
For NALU Trustee 


Paul R. Green, general agent of 
Aetna Life at Seattle, has entered the 
race for trustee 
of National Assn. 
of Life Underwri- 
ters with the back- 
ing of several state 
and local associa- 
tions of the Pa- 
cific northwest. 

Endorsing Mr. 
Green’s candidacy 
are the Washing- 
ton and Oregon 
associations as 
well as the Port- 
land and 15 other 
locals. Heading his campaign are Hugh 
S. Bell, Seattle general agent of Equi- 
table of Iowa, who has resigned his 
post on the national nominating com- 
mittee to handle the campaign, and 
Gordon E. Crosby Jr., New England 
Life general agent and president of 
Seattle Life Underwriters Assn. 


At Seattle Since 1931 


Mr. Green, who entered life insur- 
ance in 1922 at Pittsburgh while a 
student at Carnegie Tech, has been 
general agent at Seattle since 1931. 
Prior to going to Seattle, he had held 
management and _ supervisory posts 
in Aetna agencies at Los Angeles and 
Salt Lake City. 

A past president of both the Wash- 
ington agents’ and the managers’ as- 
sociations, Mr. Green is currently on 
the board of both the Seattle agents’ 
and the managers’ organizations. He 
was also chairman of Utah Assn. of 
Life Underwriters. He was area chair- 
man of Northwest Area Conference of 
General Agents & Managers and was 
on the board four years. In addition, 
he helped organize area conferences of 
GAMC. 

Mr. Green attended his first NALU 
convention in 1924 and has been on 
hand at the national association’s 
meetings for the past 20 years. He has 
served on a number of NALU com- 
mittees including a committee on 
agents’ compensation. 





Paul R. Green 


Insurance Securities 
Assets at $223 Million 


Insurance Securities trust fund of 
Oakland, Cal., at the end of 1957 had 
4,933,433 insurance company shares 
with a market value of $222,673,597. 
Total assets amounted to $223,877,000 
on Dec. 31, and on Jan. 31 this figure 
had increased to $248 million. 

The growth of life companies con- 
tinued in 1957, and the annual report 
of the fund points out that holdings 
in life shares amounted to approxi- 
mately $47,800,000 or 21.5% of total 
assets. 


Reached 


It is noted that in fire and casualty 
underwriting has been unsatisfactory, 
but “it now appears that a turning 
point in underwriting experience of 
the fire and casualty cOmpanies was 
reached around the middle of 1957.” 

The fund is the largest single stock- 
holder of a number of insurers, holding 
shares in 88 fire, casualty and life 
companies, reputedly the largest hold- 
ing of insurance stocks in the world. 


Turning Point 


Record-Smashing ‘57 
For Republic National 


Republic National Life recorded an 
average of more than $53 million new 
paid life during every month of 1957 
for a total of more than $643 million 
issued and paid-for. Sales for 1957 in- 
creased 52% over 1956. Insurance in 
force increased more than $413 million, 
raising the total above the $1.5 billion 
mark. In 1956, Republic National 
reached $1 billion of insurance in 
force, and at that time President 
Theodore P. Beasley announced a goal 
of $2 billion for December 1959. If 
production continues at its present 
rate, however, the company expects 
to reach that goal at least a year 
ahead of schedule, or by December 
1958. 


Better Business Bureau 
Press Release Shoves 
Harpoon Into Insurance 


Assn. of Better Business Bureaus, 
through its installment contracts com- 
mittee headed by Kenneth Barnard, 
has loosed another verbal blast at in- 
surers involved in writing physical 
damage or credit life coverages on fi- 
nanced automobiles. 

In a_ statement released to the 
newspapers, the BBB refers to “un- 
conscionable rates” for credit life cov- 
ers and refers to persons who are 
“victimized by trickery” in time fi- 
nancing in “nationwide abuses.” 

In.Chicago, a representative of the 
BBB appeared on television to make 
the charges. 


Describes ‘New Schemes’ 


Mr. Barnard in the press release des- 
cribes “new schemes,” which are said 
to include the wide sale of “certain 
kinds of credit life insurance... 
cleverly concealed from the unsuspect- 
ing car purchaser.” 

“The importance in value of credit 
life insurance is fully recognized by 
the Assn. of Better Business Bureaus,” 
the release said. However, it continues, 
there is no justification for “forcing 
car buyers to purchase individual 
credit life policies when group cov- 
erages usually can give the same pro- 
tection at half the price or in charging 
unconscionably high premium rates to 
increase ‘kick-backs’ to the shady 
dealer . . . Unchecked, unopposed, 
such sales can harm the entire auto- 
mobile market.” 

The press release then digs up the 
matter of PHD overcharges, quoting 
Mr. Barnard to the effect that if the 
insurers involved had done a job of 
seeking out the persons overcharged 
the refunds would total approximate- 
ly $25 million instead of the $6 million 





February 15, 1953 


Two Mo. Assns. Hit 
Trading Stamp Life 


ST. LOUIS—Two important group, 
of life underwriters have advised the 
Missouri division of insurance thy 
they do not regard as being in the 
best interests of the public of Missoy, 
the recently announced plan betwee, 
Old Republic Life and P-I-P Stamps 
a trading stamps concern with heag. 
quarters in Clayton, Mo. The Program 
of providing life insurance as a “pr, 
mium” to the savers of P-I-P st 
is scheduled to get underway actively 
in the St. Louis area early in Marc, 
The stamp collectors will have the gq. 
ternative of taking the redemptiq 
value of their stamps in cash, namely 
$2 for each book of 200 stamps. 

Robert Davis, vice-president of Mis. 
souri Assn. of Life Underwriters, vis. 
ited the insurance division in Jefferson 
City to advise Superintendent Leggett 
of the views of the state group with 
respect to the tie-up of trading stamps 
with life insurance and presented t 
the division an official copy of the 
text of a resolution passed by the 
board and officers of Life Underwri. 
ers Assn. of St. Louis, which reads in 
essence: 


‘Unalterably Opposed’ 


The board of Life Underwriters 
Assn. of St. Louis is unalterably op. 
posed to the use of life insurance as 
a premium for trading stamps pu. 
chased by merchants and distribute 
to customers as an inducement. In the 
very nature of the transaction there js 
the implication that the insurance 
costs nothing, whereas its cost is ob 
viously included in the price of the 
merchandise for which the stamps are 
given as premiums. 

The use of these stamps can only 
result in dissatisfaction to the expect 
ant holder who may and probably will 
not fully understand the nature of the 
insurance coverage provided. In the 
public interest, such a tie-in would def- 
initely confuse the public and tear 
down the basic concepts of life insur 
ance which is to provide for family 
security and protection. 








actually paid. “Many, but by no meat | 
all, of the state insurance commis-/ 
sioners themselves joined the ‘captive’ 
insurance companies in doing a thor-_ 
oughly unsatisfactory job,” Mr. Bar- 
nard declared. “Most such policyhold- 
ers today do not even realize they! 
have lost real money to the charlatans. 
Cleverly worded questionnaires helped 
befuddle these victims. The nation’s 
Better Business Bureaus cannot con- 
cede merely returning a small portion 
of the money thus wrongfully taken 
from those insuring their cars cancels 
the offense. Yet, precisely that is all 
which has been done to date. The sit- 
uation is a serious indictment of al 
those responsible.” 








SHOW 1957 INSURANCE RESULTS _ 














1957 1956 1957 1956 
New New Increase in Increase 
Business Business Insurance Insuranet 
. In ce In — 
$ 
Bankers Life of Iowa . 479,597,269 329,869,607 341,153,534 174,285,059 
Business Men’s Assurance 285,870,970! 170,300,352 154,436,261 
Equitable Life of Iowa 151,997,769 78,622,331 63,549,082 
Franklin Life 601,323,364 412,860,464 363,752,691 
North American L. 8 Cy. wecsccsecseeseseeeee 179,581,465 156,285,249 124,042,351 132,115,640 
Northwestern National ...............cccseee 0,098,513 188,419,845 122,762,039 110,791, 
Ohio National 141,912,529 140,753,342 71,524,434 79,715, 
Penn Mutual 643,037,747? 551,455,785" 293,036,125 267,840, 
Provident Mutual ...0.......cccscccssssscsssessesees 379,907,535 187,528,533 282,041,688 92,116,425 
Southwestern Life ........scssscseseeseseeeeees 265,256,001 226,104,960° 149,085,043 125.882, d 
New business figures include the following amounts of revivals and increases for 1957 am 
1956 respectively: 1$21,191,054, $13,888,647. 2$3,544,389, $2,196,768. 3$58,575,270, $50,846,540. ys7_and 


New business figures for Business Men’s Assurance do not include $1,003,621 in 1 
$13,601,082 in 1956 Federal Employes Group Life Insurance. 
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A short course in 


What is it? 


Major Medical is the newest form of Group Acci- 
dent and Health Insurance. In contrast to common 
group Accident and Health contracts which are 
geared to specifics, Major Medical covers a wider, 
more general area of medical expense through ex- 
tended benefits. 


Extension of benefit is key 


Major Medical covers not only the more routine 
expenses, but those resulting from serious and pro- 
longed injury and illness as well. This includes out- 
of-hospital expenses as well as those incurred while 
hospital-confined. 


Product of the times 


With the expansion of medical knowledge and the 
drastic increases in cost of care, there arose repeated 
demands for a totally new approach to medical insur- 
ance. The industry’s answer was Major Medical, a 
group plan providing long-term protection in virtu- 
ally all areas of medical expense and with built-in 
features for cost regulation. 


3 cost regulators 


But if Major Medical is so general and broad, how 
are costs kept down? At New England Life, one way 
we control costs is by employing the cash deductible 
principle. Employees pay for minor medical charges, 
hence receive better coverage for larger expenses. 
More premium is used to protect the family against 
major financial crises. 

Moreover, the combining of all coverages in one 
contract reduces the cost of administration and over- 
head, serves to keep the employer’s cost down. 

Thirdly, we write Major Medical on a co-insurance 


The information contained in this advertisement is drawn 
from a new descriptive folder on the subject, a copy of 
which belongs in your file. It’s free on request at any New 
England Life office coast to coast, or by addressing our 
Home Office, 501 Boylston Street, Boston 17, Mass. 


Group Major Medical Expense Insurance 












basis. Payment of 75 or 80% of covered medical ex- 
penses (with the employee paying the rest) helps con- 
trol rising costs for medical service, costs otherwise 
quickly reflected in the premium the employee must 
pay for adequate coverage. 


Progressive maximum an exclusive 


All Major Medical plans are in the pioneer stage. 
Because of its newness and scope, Major Medical can 
be written in a great variety of plans, often adapted to 
fit unusual circumstances. New England Life is con- 
stantly working on improved methods of administra- 
tion, claim handling and even more broad and liberal 
benefits. One example of our successful pioneering is 
the new and unique approach to maximum benefits 
which we call the Progressive Maximum: 

Briefly explained, under most Major Medical con- 
tracts the employee is given one fixed maximum. 
Once this is used he has to submit evidence of good 
health to qualify for more benefits. While the Pro- 
gressive Maximum does not remove the evidence of 
good health feature, it also allows employees to be- 
come eligible for further benefits automatically and 
without medical examination. This feature ably 
testifies to the type of progress that has made 
New England Life’a leader in the Major Medical field. 


Individual client’s needs recognized 


We offer maximums of $5,000, $7,500 or $10,000 
depending on the size of the group. There are plans to 
replace basic coverages and plans to supplement basic 
coverages. And of course there are tailor-made plans 
to satisfy particular requirements for larger groups. 

This is but a brief. introduction to group Major 
Medical. We hope you will contact our group repre- 
sentative or General Agent in your area for further 
information about this most talked about group 
coverage being offered today. 
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Great-West Life 
New Business Over 
Half-Billion Mark 


Annual new business passed the 
half-billion mark for the second con- 
secutive year for Great-West Life 
which did $408,600,000 of new life 
business and $101,300,000 in annuities. 

Total life insurance and annuities in 
force increased by $436 million during 
1957 to the year-end figure of $3.8 
billion. Total income was $126 million 
compared with $112 million the pre- 
vious year. Of this figure, $99,700,000 
came from premiums and $26,300,000 
from investments. A&S premiums in- 
creased by $4 million to $22,800,000. 

Assets of Great-West increased by 
$40,600,000 to their year-end total of 
$636,800,000. Capital, contingency re- 
serve and surplus were increased to 
$39,500,000. 


January sales of Eastern Life total- 
ed a record $3,780,000, up $2,180,000. 
The Levine agency at New York led 
for the month with $1.3 million. 


He NATIONAL UNDERWRITER 


T. R. Pansing Heads 
Nebraska National Life 


Thomas R. Pansing has been elected 
president and general counsel of Ne- 
braska National Life. He succeeds L. 
H. Graves Jr. who resigned because 
of poor health. Mr. Pansing was Ne- 
braska director of insurance from 1953 
to July 1957. Since then he has served 
the company as general counsel while 
practicing law with the firm of Crosby, 
Pansing & Guenzel. He will continue 
with the law firm. Mr. Graves will 
serve as chairman of Nebraska Na- 
tional. 

Nebraska National has $18 million 
in force, and $378,000 in surplus to 
policyholders. The southwest area of- 
fice at Dallas has been merged into 
the home office in Lincoln. 


Longshoremen’s Act Extension 


WASHINGTON—A _— subcommittee 
of the House postoffice and civil serv- 
ice committee has been set up to guide 
a House bill that makes provisions 
of the longshoremen’s and _harbor- 
workers’ act applicable to civilian em- 
ployes of instrumentalities of the 
armed forces. 
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Executives, 


“Reinsurance Exclusively” 
hold for you? 


Why do so many leading life insurance companies 
choose North American Reassurance when reinsuring 
portions of their risks? The answer is simple. 

They value the special benefits they enjoy by 4 
associating with North American Re, the world’s 
largest company devoted exclusively to life reinsurance. 
They also value highly the entirely non-competitive 
nature of their relationship with North American. 


Many of these benefits are described in our new 
booklet, entitled, “Reinsurance Exclusively.” 
Naturally there’s a copy waiting for you. Between the 
covers is information of real value to you and 


For your complimentary copy simply attach your 
personal or business card to this advertisement 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 
Reinsurance Exclusively 
LIFE e ACCIDENT & SICKNESS e GROUP 











Schoenteld Foresees 
Demise Of Mediocre 
Full-Time Lite Men 


Mediocre full-time life agents will 
be squeezed out by qualified profes- 
sionals selling to the upper income 
market and by general insurance men 
who will be adding life insurance to 
their portfolios and going after the 
vast under-$10,000 income market. 

This prediction was made by Douglas 
R. Schoenfeld, superintendent of 
agencies of Life of North America, in 
a talk before New Castle County, Del., 
Assn. of Life Underwriters. 

To tackle the upper-bracket market, 
the professional agent must know how 
to prospect and sell and must be 
abreast of the times, Mr. Schoenfeld 
said. He must become a professional 
life insurance counselor. 

In today’s economy the family head 
earning, for example, $8,000 a year, is 
not life insurance conscious enough to 
buy $30,000 to $35,000 of insurance 
from any agent, no matter how expert. 
The $8,000-a-year man will buy $10,- 
000 to $20,000 of ordinary during his 
life insurance buying years, but in the 
future he probably will buy an in- 
creasing amount of this ordinary busi- 
ness from his general insurance man. 

The independent insurance man sell- 
ing fire and casualty insurance will 
find his best life insurance market in 
the under-$10,000 group, Mr. Schoen- 
feld said. Since 92% of all American 
family heads earn under $10,000 a 
year, the general insurance man has 
these people as his natural life insur- 
ance market because they come to him 
as soon as they buy their first car or 
house or even when they first rent. 

These and other facts indicate that 
the independent general insurance man 
will be in the life insurance business 
wholeheartedly in the very near 
future, Mr. Schoenfeld said. He may 
not be the general man who has had 
25 or 30 years in the business because 
he may be too set in his ways and too 
successful financially to want or need 
to bother with life insurance. But the 
younger man who is taking over an 
existing agency, or rebuilding a once 
profitable shop, or just starting a gen- 
eral business will turn to life insurance 
as a drowning man grasps a life 
preserver. 

The mediocre full-time life agent 
will be replaced on one side by the 
modern supermarket of insurance, the 

general insurance agency, and on the 
other side by the specialist, the life 
insurance professional. 


Nominate Brower To 


Transamerica Board 


Horace W. Brower, president of Oc- 
cidental Life of California, has been 
nominated to the board of directors 
of Transamerica. 

His nomination, made by Frank N. 
Belgrano Jr., president and chairman 
of Transamerica, comes close upon the 
heels of Mr. Belgrano’s election to 
chairman of Occidental. 

Mr. Belgrano said that with the im- 
pending reorganization of Transamer- 
ica, Occidental’s role in Transamerica 
corporate structure will become in- 
creasingly important. “Therefore, it 
seems particularly appropriate that 
Mr. Brower represent his company on 
our board,” he stated. 


The Zimmermon & Liebman agency, of 
Sun Life of Baltimore at Chicago led the com- 
pany in volume of business applied for and 
during 1957. The Strassner agency at Balti- 
more was second and the Simon agency at 
Philadelphia was third. 
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NAIC Group To Work0Q, 
Credit Life, A&S Law 


Commissioner Larson of For 
chairman of the committee on ingy. 
ance covering instalhment sales 
loans of National Assn. of Ins 
Commissioners, has appointed a 
cial subcommittee to implement mogg 
legislation in connection with cred 
life and credit A&S sales. 

The appointees are Gerber of yj. 
nois, chairman; Holz of New York 
vice-chairman; Parker of Virgin, 
Sheehan of Minnesota, Beery of Cop. 
rado and Binning of Nebraska, y 
Larson will also serve as a member, — 

The subcommittee will meet in 
Miami or Miami Beach March 24.9; 
Navarre of Michigan, president Najc 
will be invited to attend. The mogj 
bill was approved and recommendy 
at the midyear meeting of NAIC iy 
New York. 


Il. M utual Casualty 
Enters Life Field 


Illinois Mutual Casualty has expang. 
ed into the life insurance field unde 
its new name of 
Tllinois Mutual 
Life & Casualty. 

The company 
will operate a mu- 
tual legal reserve 
life company, sell- 
ing individual and 
group life, as well 
as its present A&S 
hospitalization 
policies. 

Officers remain 
the same, with E. 
A. McCord as pre- 
sident, in which post in 1935 he su. 
ceeded his father, the late O. L. Me. 
Cord, who organized the company in 
1910 in Danville, Il. 

Other officers are R. A. McCord, 
executive vice-president; G. P. Ed 
wards, secretary-treasurer; E. B. For- 
sythe, vice-president, underwriting; C. 
Elmer Reighart and E. T. Luehr, both 
vice-presidents; agency; Frank Ff. 
Dodge, actuary; C. F. Stiteley, assist- 
ant secretary and C. C. Inman, con- 
sultant. 








E. A. McCord 


— 
Manager Must Create “Want 
To’ Attitude In Agent | 


Since most men Jack the inner drive 
that is needed to accomplish the best 
that is within them, the agency man- 
ager must find the thing the agen 
desires and create within him the 
“want to enough attitude,” Vernon V. 
Van Leuven, vice-president of New 
York Life, said in addressing San At- 
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Men work for the things money wil 
buy rather than for money in itself, 
and the manager must bring the agent 
to a specific concept of what he wants 
Mr. Van Leuven suggested having tht}, 
agent put himself on the spot by al 
nouncing his goal and his plan fo 
achieving it. 

Emphasizing the importance of eé0 
recognition, Mr. Van Leuven said me 
lack confidence in their own strength 
and, therefore, it is up to the mal 
ager to strengthen the man’s confi- 
dence in his own ability. In the new 
man, the development of skill is the 





manager’s problem, and in the 0 
man it is the rekindling of enthusias® 
which he had in the beginning. 


Nineteen agents of Equitable Lif) 
of Iowa have attended the semi-aP 
nual home office career school at Dé 
Moines. 
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ment tat year-end 1957 figures in the 100th 

with cregi{ annual report of Northwestern Mutual 


Life show continued growth in assets, 
.} insurance in force, benefit payments, 
sales and other areas. Investment 
yields were the best in 22 years, mor- 
tality was slightly above 1956—the 

record low—but still favorable, and 
pressure from taxes and operating 
costs continued to mount. 

Insurance in force reached $8,895,- 
'} 476,123—up $493.2 million from 1956. 
The number of policies in force rose 
to 1,619,165. Size of the average new 
policy issued was $9,981, compared 
| with $8,913 in 1956. Size of the average 
| policy in force rose to $5,494 from the 

1956 figure of $5,266. Sales totaled 
nalty 3748 million, an increase of 7.5% over 

1956 and 31.9% over the last five years’ 

Id average. 
| Total assets at year end were $3,- 
las expand. | 784,000 compared with $487.6 million 
field unde }| over 1956. Funds received were $507,- 

784,000 compared with $487.6 million 
in 1956. Of this sum, $352.6 million was 
needed for the payment of death and 
other policy benefits, and for an in- 
crease in reserves—a total of $7.2 mil- 
lion more than in 1956. Another $75.3 
million was used for dividends, an 
increase of $9.5 million over 1956. Op- 
erating expenses and taxes amounted 
to $62.1 million. Required and volun- 
tary additions to reserves for security 
valuation and unmatured options, and 
general safety funds accounted for 
the remaining $17.5 million. 

McCord Northwestern Mutual has $2,919,- 
5 he suc- £ 600,000 in policy and annuity reserves; 
O. L. Me. $22 million in reserves for unmatured 
mpany inf options; $25.6 million in mandatory 

security valuation reserve; $242.1 mil- 
McCord } lion in general safety funds; $75.9 mil- 

P, k-] lion for 1958 dividends; and $394.2 mil- 
B. For-} lion for policy benefits left with the 
yriting; (. | company for future payments. 
1ehr, both | 
‘rank Ff, Invested $387 Million 
»y, assist- 
nan, con- 


commendej 
f NAIC in 
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During the year, the company made 
new investments of $387 million: $202 
million in mortgage loans; $163 mil- 
lion in securities; $14 million in real 
"Want estate purchased for investment; and 
| | $7 million in marine transportation 
equipment. New investments brought 
mortgage loans to 33% of total assets, 
compared with 9% of assets 10 years 
ago; securities were 56.6% of the $3,- 
727,400,000 in assets at 1957 year- 
end. Gross rate of return on the new 
1957 investments was 4.83%, the high- 
est since 1935. 

Net interest rates on investments, 
trending upward since the company’s 
all time low of 3.01% in 1947, reached 
new highs in 1957. The return was 
3.9% net after payment of all invest- 
ment expenses except federal income 
tax, compared with 3.77% in 1956. 
After providing for income tax pay- 
ment, the 1957 return was 3.61% com- 
pared with 3.48% in 1956. 
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Security L.¢T. Has Stock Dividend 


Directors of Security Life & Trust 
1 is thej of Winston-Salem, N. C., have author- 
the oldj zed payment of 3314% stock divi- 
husiasmj dend March 1 to stock of record Feb. 5, 
This <a increase the capital to $4,- 
‘. The company i i i 
fe, pany in 1957 increased its 
i ‘ aes to $56,409,677, and surplus was 
vat De Up 26.7% to $7,004,172. As of Dec. 31, 
surance in force "as $86 million, an 
Mcrease of $92 million. 
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Provident L. & A. 
Names Two V-Ps 


Provident Life & Accident has ap- 
pointed Henry C. Unruh vice-president 
and chief actuary and Dudley Porter 
Jr. vice-president and general coun- 
sel. 

Mr. Unruh entered the actuarial 
field with Northern Life of Lon- 
don, Ont., and joined Provident in 1946 
as assistant actuary. He was promoted 
to actuary in 1948 and to chief actu- 
ary in 1956. He is a fellow of Society 
of Actuaries. 

Mr. Porter joined the law depart- 
ment as associate general counsel in 
1949. He formerly was associate gen- 
eral counsel of National Life & Acci- 
dent and a member of a Nashville law 
firm. He is chairman of the legal sec- 
tion of American Life Convention. 


Ten salesmen of Bankers Life of 
Iowa, attended a senior sales train- 
ing school in the home office recently 
under the supervision of Roy A. For- 
wick, director of training schools. 
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Publish Analysis Of 
1956 Buying Patterns 
In Life Insurance 


Life Insurance Buying 1956, second 
of a series, has been published by In- 
stitute of Life Insurance in cooper- 
ation with LIAMA. It analyzes life 
insurance purchases and is based on a 
sample survey of such purchases dur- 
ing 1956. The survey was conducted 
by LIAMA. It excludes credit life and 
wholesale. 

It is published to make available in 
handy reference form information on 
the characteristics of buyers. . 


First Study Is Available 


The first study covering 1955, is 
also available, in limited quantities. 
It gives a breakdown of purchases by 
age of insured, marital status income, 
occupation, size of policy, type of 
policy, whether business life insur- 
ance, medical basis, mode of pre- 
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NOT YET, ANYWAY... 


In case you’ve been wondering, we are not yet 


accepting applications for agencies in any outer 


There are still quite a few people in the good 


old U. S. A. we haven’t written yet. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 





Melin, Minn. Chief 
Examiner, Retires 


J. O. Melin, who has been with the 
Minnesota department for 44 years, has 
retired as chief examiner. Succeeding 
him will be Alfred O. Anderson. 

Mr. Melin, who served under: 13 
Minnesota commissioners, was. the 
dean of insurance examiners in the 
U. S. Mr. Anderson has been an ex- 
aminer with the department for 10 
years. Previously, he had been an au- 
ditor and examiner with farm credit 
administration for 13 years. 








payment, 
insurance and amount of previous 
ownership. 

The study covered 21,853 policies for 
$124,063,349 of ordinary insurance 
issued by 68 companies during 1956. 
The sample contains a number of very 
large policies which may tend to in- 
crease the average size policy unduly, 
the report notes. 
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ALC Slates Meetings 
To Air Many Problems 


American Life Convention will hold 
three regional meetings in 1958: Ral- 
eigh, N. C., March 31-April 1; San 
Francisco, May 1-2; and Kansas City, 
May 19-20. 

Function of these meetings of ex- 
ecutives is to discuss industry prob- 
lems and sound out company opinion, 
according to President Harry J. Stew- 
art, West Coast Life. No formal 
speeches will be presented but a letter 


cussions. 


nies. 


sent to all member companies sug- 
gests topics of probable interest and 
requests further suggestions. 
indicated as most interesting to mem- 
bers when they register for the meet- 
ings will be used as basis for the dis- 


The convention staff will be at all 
meetings to enter into discussions and 
to help answer questions that may 
arise. To keep the discussions free and 
unrestricted, attendance is limited to 
representatives of the member compa- 
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Postpone Tex. Credit 
Life, A&H Rates, Rules 


AUSTIN—With a new hearing date 
of Feb. 11 on regulations dealing with 
credit life and credit A&H, Texas state 
board of insurance has granted a 30- 
day postponement to April 1 for the 
effective date of the new rates and 
rules announced in December. 

The delay was granted at the re- 
quest of officers of credit life firms, 
who informed the board that many 
of the affected companies would be 


Topics 





HILLIARD N. RENTNER joined the Berkshire Life Insurance Company as an Agent in 1940. Three years later he became an Assistant 
General Agent and in 1951 he was named General Agent. The Rentner Agency is located on Fifth Avenu 





é. 


... by the time you realize that you’re getting nowhere, it 
can be too late to get off the merry-go-round. The most suc- 
cessful field management men in our business have a clear 
plan of where they’re going and how they'll get there.” 


“That’s fine for the man who has arrived. But you know, 
Mr. Rentner, I haven’t even had a chance to hit my full 
stride yet. What does Berkshire have to offer me?” 


“Plenty! You'll find the confidence you’re looking for in one 
of the industry’s finest management development programs. 
And field-proven promotion and training that are second 
to none will help you hit your success stride quickly.” 


“Training and sales aids that help Agents succeed certainly 
are vital to field management success, that’s for sure!” 


e in New York City. 


— 





“You're right, and Berkshire’s field management and Agent 
development programs are no happy coincidences. They’re 
the result of hard work by men who have. been successful 
in the field themselves. With this kind of career-building 
program, I’m sure you'll agree that today 
Berkshire presents the greatest potential 
for personal growth in the industry!” 


ERKS HIRE 


LIFE INSURANCE Co. 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. * AMUTUAL COMPANY ¢ 1881 
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unable to complete necessary 
ments by Mar. 1, the original effectiy, 
date of the order. 

Meanwhile an injunction suit aga; 
enforcement of the new regulatj 
which also asks that the order 4, 
declared void, has been filed in pj. 
trict court in Austin by Cosmo Lit 
of Amarillo. Hearing on a temporap, 
injunction in the suit has been set te 
Feb. 20. 

The suit charges that the 
exceeded its powers in drafting jx 
new credit life and A&H regulation, 
specifically attacking the 40% may, 
mum commission in the order. Unge 
the order it was estimated the, 
would be 50% reduction in premiyy, 
to a total of about $8 million. 


‘Tax Facts On Life’ 
1958 Edition Available 


The 1958 edition of Tax Facts » 
Life Insurance has just been py. 
lished by the Diamond Life Bulletins 
department of The National Unde. 
writer Co. This pocket-sized, question. 
and-answer tax guide reflects lates 
legislation relating to life regulation 
rulings and cases published prior t) 
January, 1958. Written in simple, . 
rect style and cross-indexed for easy 
reference, it is a quickly availabe 
source of facts on income, estate anj 
gift taxes. 

Price is $2 for a single copy, less 
for quantity orders. Copies may bk 
ordered from the Diamond Life Bul. 
letins, 420 East Fourth street, Cincin. 
nati 2, or from any National Under. 
writer Co. office. 


Mich. Blue Shield Plans 
Medical Deductible 


ANN ARBOR, MICH.—A medica 
expense coverage program with de- 
ductible features is to be announced 
shortly by Michigan Medical Service 
(Blue Shield), it was disclosed durin 
the past week by Thomas C. Paton, 
professional relations director for the 
organization. He was addressing a ses- 
sion of the Michigan Rural Health Con- 
ference. 





The plan, Mr. Paton indicated, will 
offer separate contracts to persons 
having maximum salaries of $2,500, 
$5,000 and $7,500, with amounts de- 
ductible, respectively, of $25, $50 and 
$75. These also would be the minimum 
charges for the service on an annual 
basis. 

Mr. Paton said that physicians would 
be free to negotiate for additional fees 
from persons making in excess of $7,- 
500 yearly. He said the plans costs 
“have not been determined finally but 
we hope they can be kept low.” Added 
benefits, he said, would be diagnostic 
work, laboratory tests and x-rays, to 
gether with payment of consultants, 
surgical assistants, or other profes 
sional aid called in by attending doc- 
tors. 


1958 To Be Good Year, 
McMillon Tells St. Paul 
A&S, Life Groups 


St. Paul A&H Underwriters and 
St. Paul Life Underwriters held 4 
joint luncheon meeting recently a 
which R. L. McMillon of Busines 
Men’s Assurance, Abilene, Tex: 
was guest speaker. Mr. McMillon, Mil- 
lion Dollar Round Table member ali 
trustee of National Assn. of Life 
Underwriters, told the associations 
that 1958 should be a good year for 


life and A&S, basing his opinion 0D) 


the increased farm productivity, com 
tinuing excess of births over dea 
and to modern economic controls de- 
veloped since the 1930s. 
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Asks N. Y.To Tighten 
Credit Life Sales Law 


Gov. Harriman of New York, in a 
special message to the legislature, has 
called for additional safeguards for 
credit life insurance policyholders. 
His message embodied recommenda- 
tions on credit life drawn up by a 
committee he appointed last July. Its 
members are Superintendent Holz, 
George A. Mooney, superintendent of 
banks, and Persia Campbell, the gov- 
ernor’s consumer counsel. 

The committee said consumers 
should not be required to purchase 
more life insurance than needed to 
pay the outstanding debt; the super- 
intendent should be authorized to set 
maximum rates for group life sold in 
conjunction with installment sales; a 
ceiling of $6 per $100 per year should 
be set for credit charges applicable to 
insurance financing in a sales contract, 
and the financing agency should not 
charge the consumer more for insur- 
ance than the agency paid to the in- 
surer. 

California Life has been licensed in 
Colorado. 
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Franklin Life Has 


Record Year in ‘57 


Franklin Life showed a $413 million 
net increase in insurance in force in 
1957, a gain of 17%. Assets expanded 
almost $44 million to $419 million, a 
12% increase. Total income was $107,- 
235,000, 18% above last year. Gain 
from operations attained a new high 
of $9,017,000 from which $7,400,000 
was allocated to surplus, resulting in 
aggregate capital and surplus funds of 
$46,150,000 at year-end. 


Pacific Advisory Board 
Holds First Meeting 


Pacific Advisory Board, recently 
named by Governor Knight to func- 
tion with the California insurance de- 
partment in the administration of em- 
ploye and union welfare funds, has 
held its first meeting at Los Angeles. 

The department noted it has 1,100 
employe welfare programs in the state 
on record and has not received any 
complaints of wrongdoing. 

Board offices will be located at 1182 
Market street in San Francisco. 

| 





ON THE OUTSIDE LOOKING IN? 


(On the Big Cases) 


Then we suggest you check 
ANICO’S BROKERAGE line 


¢ Competitive policies for 
executive size cases. 


¢ And its complete line for 
any size cases 





ANICO SALES LEADERS 


Family Policy. 

$10,000 minimum special. 
$25,000 minimum special. 
Life with Family Income 

to age 65. 

Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 

mortgage protection. 
Pre-Authorized Check plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 
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Continental Assurance 
GAs Meet At Chicago 


Methods of organizing an efficient 
sales operation in the face of an in- 
creased need for diversification as part 
of the changing economic climate were 
discussed at the recent annual mid- 
winter conference of Continental As- 
surance General Agents & Managers 
Assn. at Drake hotel in Chicago. 

Carl R. Schlotman, Cincinnati, pro- 
gram chairman for the conference, 
pointed to the current industry-wide 
tendency toward diversification and 
the increased departmentalization 
within Continental Assurance, de- 
claring that every agency office 
might profitably watch this tendency, 
organizing its own operation to expand 
with the industry. “We know,” he de- 
clared, “that every general agency or- 
ganization in this company began with 
an individual. We know that some- 
thing or somebody prompted some of 
those individuals to expand through 
organization, and that expansion in- 
evitably led to greater success and a 
more satisfactory operation.” 

Paul H. Rinker, Continental vice- 
president, addressed the _ general 
agents on “A Group Department in 
Your Agency,” and Robert Powell of 
the Joshua Glasser agency of Chicago, 
outlined some of the practical proced- 
ures for organizing a group depart- 
ment. 

“You Need a Pension Department,” 
was the subject of a talk by Peter 
Hondorp, associate actuary, and Ed- 
ward D. Landers, Cleveland general 
agent, told his colleagues how his 
own office had been organized for pen- 
sion business. A model agency office 
and general exhibits were on display 
throughout the meeting to suggest the 
proper physical arrangements for an 
expanded agency organization. 


Reports Progress 


Howard C. Reeder, Continental pres- 
ident, reported on the company’s pro- 
gress and outlook for the future. 
Speaking optimistically of the compa- 
ny’s prospects for future growth, he 
revealed a record breaking increase in 
business during 1957 of $636,516,823, 
bringing insurance in force as of Dec. 
31, to $4,907,121,330. Christian Strom, 
assistant actuary, spoke on new com- 
pany developments, describing some 
new plans devised by Continental As- 
surance soon to be announced to the 
general public. 

The association elected officers for 
the coming year. They are: Carl R. 
Schlotman, Cincinnati, president; Ed- 
ward D. Landers, Cleveland, vice- 
president, and Stanley J. Neuman, 
Los Angeles, secretary-treasurer. 
Dorth Coombs, Wichita; Joseph N. Des- 
mon, Buffalo; Mendel H. Kaliff, San 
Antonio; Harold Sloane, New York; 
Sidney S. Silverberg, New Haven, and 
John C. Gage, Danville, Ill. were elect- 


Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for 


those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


AMERICAN NATIONAL 


INSURANCE Co. 





OVER 4 BILLIONS OF INSURANCE IN FORCE 


GALVESTON, TEXAS 





ed directors. 
Cited For Outstanding Work 


Sixteen general agencies and three 
branch offices were cited for outstand- 
ing work during 1957, and engraved 
plaques were presented for sales lead- 
ership in each of the company’s prod- 
uct lines, 

Agencies and branch offices hon- 
ored were: David A. Carr agency and 
H. Malcolm Teare agency, New York, 
leaders in ordinary production; John 
C. Gage, Danville, Ill., and Brown & 
Brown agency, Chicago, midwest lead- 
ers; Stanley J. Neuman, Los Angeles, 
and Bernard E. Kammerer agency, 
Los Angeles, Pacific coast leaders; and 
Jean Avard, Canadian leader. 

Regional leaders in non-cancellable 





February 15, 1959 





New Handbook Ready 
For Me., N. H. And Vt. 


A new Underwriters Handbook 
for Maine, New Hampshire and Very. 
mont has just been published by the 
National Underwriter Co. This new 
handbook and the recently pub. 
lished handbook of Massachusetts 
and a third one covering Connecti. 
cut and Rhode Island replace the 
formerly published Standard fp. 
surance Directory of New England, 
which has been discontinued. 

The new Maine-New Hampshire. 
Vermont handbook provides com. 
prehensive and up-to-date informa. 
tion on all companies, agencies with 
the companies they represent, bro. 
kers, field men, general agents, 
managers, town classifications 
groups, boards, bureaus, and other 
organizations affiliated with insur. 
ance throughout these three states, 
all arranged in convenient easy-to. 
use form. 

Copies of the new Maine-Ney 
Hampshire-Vermont handbook, the 
new Massachusetts handbook, and 
the Connecticut-Rhode Island hand- 
book are all now available for im. 
mediate delivery. Each sells singly 
at $12.50 a copy and may be ob- 
tained from The National Under. 
writer Company at 420 East Fourth 
street, Cincinnati 2, Ohio. 











W.O.W., Omaha, Writes 
$85 Million In 1957 


Woodmen of the World Life, Omaha, 
made a gain of nearly $9 million of 
insurance in force in 1957 with a total 
in force figure now at more than 
$607 million. 

Insurance written last year was $85 
million, an increase of about 10% over 
1956. Assets jumped nearly $11 million 
to a total of $214 million. In 1957 in- 
terest on net earnings on invested as- 
sets increased from 34% to more than 
334%. 


Form GAMC Unit At Asheville 


The 139th local association of Gen- 
eral Agents & Managers Conference of 
National Assn. of Life Underwriters 
has been organized at Asheville, N. C. 

Officers of the new group, known 
as Western North Carolina General 
Agents & Managers Assn. are D. K. 
Drum, Durham Life, president; W. F. 
Culp, Metropolitan Life, vice-presi- 
dent, and C. L. Whitley, Life & Cas- 
ualty of Tennessee, secretary. 








A&S production were: Harmelin agen- 
cy, New York, eastern; Brown & 
Brown agency, midwest; and Stanley 
J. Neuman, Pacific coast. The Harme- 
lin agency was named new agency of 
the year in the eastern department, 
and Bryant M. Sells, Long Beach, 
Cal., was honored as new agent of the 
year in the Pacific coast department. 
Group production awards went to: 
Edward D. Landers, Cleveland, Josh- 
ua B. Glasser, Chicago, and Fairfield 
& Ellis, Boston, for premium leader- 
ship; Robert L. Blue, Miami; Dorth 
Coombs, Wichita, and Harmelin agen- 
cy, for number of cases written. ; 
The Landers, Desmon, and Harmelin 
agencies received distinguished per- 
formance awards for their production 
in retirement and special plans. The 
Chicago, Detroit and Los Angeles 
branch offices were cited for distin- 
guished performance among the com- 
pany’s branch office operations. 
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Set $5 Million Lower 
Valuation On Stock 
Of Columbus Mutual 


Superintendent Vorys of Ohio has 
directed that the valuation of Colum- 
bus Mutual stock be set at $333 instead 
of the $1,300 per share as given in the 
annual report of Ohio State Life. 

Ohio State Life purchased 99% of 
Columbus Mutual last year at $1,300 a 
share, for a total of $6,441,000. Mr. 
Vorys’ ruling makes the valuation 
about $5,000,000 less, but the $333 
figure is the ceiling set on Columbus 
Mutual stock by the valuation of se- 
curities committee of National Assn. 
of Insurance Commissioners. 

A suit now pending in Ohio su- 
preme court will determine whether 
the $333-a-share ceiling’ on Columbus 
Mutual stock is low. 

The question Ohio’s high court has 
been asked to decide is the ownership 
of about $16 million in surplus in the 
Columbus Mutual treasury. 

Policyholders, represented by attor- 
ney Robert D. Hamilton of Colum- 
pus, contend that by terms of the Col- 
umbus Mutual charter the surplus be- 
longs to them. 

But, if the supreme court should 
rule the surplus belongs to the stock- 
holders of Columbus Mutual, then 
Columbus mutual stock wold soar to 
avale of about $3000 a share. 


Pyramid Of Mo. Loses 
Okla. License: Tax 


Evasion Is Charged 


OKLAHOMA CITY—Commissioner 
Hunt has cancelled the Oklahoma li- 
cense of Pyramid Life of Kansas City 
and ordered the company to pay $39,- 
792 in taxes and penalties. The com- 
pany is expected to seek a restraining 
order in district court. Pyramid was 
accused of evading premium taxes by 
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claiming to have made investments in 
Oklahoma that were not completed. 

Reserve Life of Dallas, which got 
similar treatment on the same charg- 
es, obtained a district court injunction 
staying the commissioner’s order. 

Similar charges against American 
Security of Marshall, Tex., were the 
subject of an insurance hearing re- 
cently. 


Texas “Gift” Law Is 


Held Unenforceable 

AUSTIN—A legislative error in the 
title of the Texas insurance reorgani- 
zation law dealing with a penal provi- 
sion barring “gifts” makes that portion 
of the law unenforceable, according to 
an opinion of Attorney General 
Wilson that was handed down Feb. 7 
as a by-product of the probe into af- 
fairs of Estate Life of Amarillo. 

The provision involved was designed 
to forbid gifts from company officers 
to insurance department employes, 
making such action a prison offense. 
Mr. Wilson noted that the title does 
not properly call attention to the pro- 
vision making it unlawful for the em- 
Ploye to receive a gift. 

The request for the opinion con- 
cerned a gift of $2,000 made by John 
L. McCarty, president of Estate Life, 

J. W. Pierson, an assistant to the 
state Msurance liquidator, in connec- 
tion with a reinsurance deal. After the 
sift was made public Mr. McCarty re- 
Signed, Mr. Pierson was dismissed and 


the company sought to cancel the deal. 
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‘Crossroads-1958’ 
Theme For LIAMA 
Mar. 17-19 Parley 


“Crossroads—1958” is the theme of 
LIAMA’s agency management con- 
ference to be held March 17-19 at the 
Edgewater Beach Hotel in Chicago. In 
making the announcement Committee 
Chairman Norman T. Carson, execu- 
tive vice-president of Central Stand- 
ard Life, said the meeting will afford 
opportunities to discuss the important 
decisions agency officers are today 
being called upon to make. 

“This is a time to think, a time to 
plan, a time for decisions,—and our 
meeting is designed to provide solid 
help on all these counts,’ Mr. Carson 
said. 

Informal workshops will again be a 
feature of this conference. Mr. Carson 
will deliver the keynote address to 
open the meeting Monday. A fellow- 
ship dinner will be held. 


Pilot Life held a 2-day seminar for 
group sales and service representatives 
at the home office. 


1000 WEEKS AGO 


One thousand weeks ago a young man just entering the 
life insurance business decided that success meant con- 
sistent production. He set a personal goal of at least one 
application every week. His plan for regular production: 
study, work, and records of all calls and sales. He got 
his application that first week, and recently passed the 
milestone of 1,000 consecutive weeks. Throughout his 
career he has averaged 2} applications a week — all 
quality business with good persistency. His program 
has made him a life and qualifying member of the 


20% Stock Dividend 
For National L.&A. 


Stockholders of National Life & Ac- 
cident at their annual meeting Feb. 11 
approved a recommendation of the 
directors that capitol be increased 
from $25 million to $30 million by a 
stock dividend which would transfer 
$5 million from surplus to capital. The 
dividend will be distributed March 1 
to stock of record Feb. 19. 

The possibility of such action had 
been indicated at the quarterly meet- 
ing of National L.&A. directors last 
November. 

J. Eugene Taylor and R. L. Wagner, 
actuaries, were advanced to vice- 
presidents of the company. Mr. Taylor 
will be in charge of actuarial projects 
and Mr. Wagner in charge of actuarial 
operations. Both will continue to re- 
port to Norman M. Hughes, vice-presi- 
dent and chief actuary. 


The Steinberg agency at New York 
of Massachusetts Mutual achieved its 
first million-dollar month in January 
when it sold $1,064,700. 


Life Of N. A. Opens 
Four More Offices 


Life of North America has named 
Harry L. Richardson Jr., Edward W. 
Bird, Collis I. Roundy Jr. and Everett 
Holbrook managers of new service 
offices at Atlanta, Des Moines, Los 
Angeles and Salt Lake City. 

Mr. Richardson has been a broker- 
age manager of New York Life and 
Occidental of California and was with 
National Life of Vermont in Atlanta. 
Mr. Bird was with Aetna Life in Des 
Moines from 1954 to 1957 and most re- 
cently was a supervisor in Los Ange- 
les. Mr. Roundy has been manager of 
Security-Connecticut Life at Los Ang- 
eles. Mr. Holbrook has been with 
Travelers. 


Tex M cCrary To Address 
N. Y. Managers Feb. 20 


Tex McCrary, TV and radio person- 
ality and head of a New York public 
relations firm, will discuss “The Chal- 
lenge of Change” before New York 
City Life Managers Assn. at 2:30 p.m. 
Feb. 20 in Sheraton-Astor hotel. 


LIFE WITH 


PROVIDENT 


Million Dollar Round Table. 


It is a pleasure to salute A. DeForest Spencer, Associate 
Manager of the Home Office Life Agency. 


LIFE 
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CCIDENT INSURANCE COMPANY 
Chattanooga -Since 1887 


SURGICAL MEDICAL 


ACCIDENT SICKNESS HOSPITAL 
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HeNATIONAL UNDERWRITER 


Life and Casualty Insurance Company has always followed a 
well planned course for progress. We look to the future with 
confidence. With well over a Billion Dollars of Life Insurance 
in force today, compared with the modest beginning of 1903, 
our goal of Two Billion Dollars of Insurance in force by 1960 
is already assured of achievement. Aware of the abilities of the 
men and women in our field force, because of the marvelous 
accomplishments in the past, we are confident that this goal 
will be reached. 


OFFICE 
NASHVILLE 


ONE AND ONE-QUARTER BILLION DOLLARS LIFE INSURANCE IN FORCE 











NDNA aslelee proudly 
el MMChe ae N me ONNOUWNCES 


10 1 MILLION DOLLAR PRODUCERS 


For 1957 
24 three-quarter million 
dollar producers 





154 one-half million Total Paid For Production 
dollar producers 
$198,308,845 


out of a field staff of 
397 full time agents 





Equitable Society 
‘57 Life Sales Hit 
Peak $3,195,696,000 


Equitable Society last year sold a 
record $3,195,696,000 of individual and 
group life, up $427 million. 

Individual life sales amounted to 
$1,664,998,000, up $100 million, while 
group sales totaled $1,530,698,000, up 
$327 million. 

At year’s end, life insurance in force 
amounted to $30.3 billion, up $2.9 
billion, consisting of $12.8 billion of 
individual and $17.5 billion of group. 


‘07 Top Year For 
Southwestern Life 


Paid-for new business of $265,256,- 
001 in 1957 set a record for the ninth 
consecutive year for Southwestern 
Life. 

Insurance in force at year’s end was 
$1,615,486,922, a 12-month gain of 
$149,085,043, the largest annual in- 
crease ever recorded by the company. 
Policy benefits paid to policyowners 
and beneficiaries totaled $25,197,471, 
also a new record, and policy benefit 
payments by the company since it was 
organized 55 years ago reached a total 
of $266,814,420. 

Assets were $418,163,384, up $25,- 
125,715 from the previous year. 


Colorado Group Insurers 


Increase Cash Dividends 


The cash dividends of two of the 
companies of Colorado Insurance 
group have been increased. Colorado 
Credit Life’s dividend is now in- 
creased to 5% cents per share, pay- 
able quarterly. This is the second in- 
crease for that company. The first 
cash dividend increase of Colorado 
Ins. Co. brings its payment. to 
4 cents annually, also payable quar- 
terly. 

Capital of Colorado Ins. Co. was in- 
creaszd in December by $25,000, re- 
sulting in a 10% stock dividend. Cap- 
ital of Colorado Credit Life was in- 
creased by $100,000, creating a 50% 
stock dividend. This increase, third 
since the company was founded in 
1949, brings to $300,000 the capital of 
Colorado Credit Life. 

Colorado Ins. Co. in 1957 wrote well 
over $250,000 in premiums and Colo- 
rado Credit Life ended the year with 
over $135 million of insurance in force. 

The third and _ latest member 
of the group, Allied National, recently 
changed its charter to a casualty com- 
pany. 

Colorado Ins. Co. and Allied Na- 
tional will write combined policies. 
The three companies composing Colo- 
rado Insurance group have 3,800 agents 
in 25 states, Hawaii and District of 
Columbia and expect to write up- 
wards of $5 million in 1958. 

Announcement was made _§ that 
Charles Bosworth Jr. has been ele- 
vated from vice-president of the group 
to vice-president and director of agen- 
cies for all companies. 


South Tex. Agents Elect Nobles 


South Texas Life Underwriters Assn. 
have elected H. W. Nobles of Ten- 
nessee Life as president. Other officers 
are: Lloyd Posey, South Coast Life; 
vice-president; V. L. Crouch, Hooper- 
Holmes Bureau, vice-president; and 
A. Bert Hicks, Continental American 
Life, Secretary-treasurer. 


Vogel Agency of Columbian Nation- 
al Life at Newark led in ordinary life 
business and first-year A&S premiums 
in 1957 with increases of 128% and 
143%, respectively. 
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This 
full page 
advertisement 


in the New York Times 
announced the merger of 
two important insurance 
companies. 


Both — The Mount Vernon 
Life Insurance Company of 
New York and The 
Northeastern Life Insurance 
Company of New York — 
have created many “‘firsts” 
in the insurance field 

that have set the pace for 
the entire industry. 


This combination of assets, 
facilities amd ideas brings a 
new look to the life insurance 
field that can be profitable for 
interested agents and brokers. 





For further information contact: 


RicHarp W, ELLsworTH 
Superintendent of Agencies 


Northeastern Life Insurance 
Company of New York 

17 East Prospect Avenue 

Mount Vernon, New York 
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TODAY 


A new kind of life insurance organization 


opens its doors to the American people 


Two established New York companies with 
combined assets of over eight million dollars 
.-. with more than $680,000,000 in life insurance 
now in force... have joined to bring something 
new to discriminating investors in insurance. 


Two sound, well established life insurance companies, Mount 
Vernon Life Insurance Company of New York and Northeastern 
Life Insurance Company of New York, have combined their 
assets, their facilities — and even more important, their ideas — 
to form a new insurance group dedicated to the conviction that 
THERE ARE BETTER WAYS TO SERVE THE AMERICAN PEOPLE. 


In these days of greater longevity, of more stable and secure 
homelife, of larger families — and in an economy of greater 
stability than ever before in history — it is only reasonable to 
assume that new, sound, dependable policies can be created 
to fit the changing needs and to deliver greater value to insur- 
ance investors. 


WEAS THAT HAVE SPARKED THE INSURANCE INDUSTRY 
Both of the companies that have merged to make the new 
Northeastern Life Insurance Company have already created some 
important “‘firsts’’ which have set the pace for the entire insur- 
ance industry; that have pointed the way, even for the largest 
multi-billion dollar organizations. 


For example: 


| oo A new, modern family plan which covers the 
WHOLE FAMILY — in one policy — at one low 

premium. 
| Ree first special policy for women in New York — 
based upon the fact that women live longer than 
men and therefore should be insured at lower rates. 


yz A really economical family income rider. 


WITH AN OUTSTANDING BOARD OF DIRECTORS 


; om The first remarkably low guaranteed cost life pol- 
icy with a $10,000 minimum. This is the policy that 
prompted rate reductions throughout the industry. 


| om A children’s policy so efficient that the annual 
cash value increase exceeds annual premiums 
from the 13th year on. 


og The industry's first short to-the-point no-small- 
type policies that can be read and clearly under- 
stood by anyone in of out of the insurance business. 


io Special developments, unmatched by any com- 
pany, in family plans, baby group, ‘cam and 

mortgage life insurance and group coverages. 

| om A special preferred risk endowment at age 90 
with the first year cash value equal to full reserve. 


With such developments as these, one of the rrerging compa- 
nies increased its sales nearly 150% for the period last re- 
ported; the other almost doubled its sales. 

BACKGROUND OF WIDE EXPERIENCE 

The new Northeastern Life Insurance Company of New York 
brings together men of wide experience in the insurance busi- 
ness. Its directors are men of outstanding ability and reputation. 
its policies are established and proved — Northeastern today 
serves policy holders with more than $680,000,000 in existing 
insurance. It has one of the best capital-surplus ratios of any 
insurance company in the United States. It is strong, aggressive 
and moving ahead. The president of the new compony is 
Herbert L. Hutner, formerly president of the Mount Vernon life 


life Insurance Compony, Lawrence Lt. Monnett, Jr. has become 
the Executive Vice-President of the new company. The manage- 
ment, the working staffs, the agents and the brokers of the 
two corporations have been melded into one organization, each 
group adding strength to the other. It is licensed to sell insur- 
ance in sixteen states. 


LOOK TO NORTHEASTERN FOR THE NEW THINGS FIRST 


The new Northeastern Life Insurance Company of New York 
has been organized to concentrate mainly upon two facets of 
the insurance business; policy holder service and the develop- 
ment of new products better adjusted to modern times. As an 
insurance investor, it will pay you to consult your Northeastern 
agent or broker before investing in any insurance — because 
this strong, alert new company has no out-dated tradition, no 
organizational red tape. You will find Northeastern policies to 
be simple, straightforward ond profitable for you. 





A SPECIAL NOTE TO 
AGENTS AND BROKERS 


We have the flexibility that your special underwriting 
problems require and we are willing to give the full- 
est consideration to them. Contact us for tailor-made 
insurance that you would ordinarily have to overlook 
because it doesn't fit into the usual existing pattern. 


WRITE TO 
Superintendent of Agencies, Richard W. Ellsworth, 
Northeastern Life Insurance Company of New York, 
17 East Prospect Avenue, Mount Vernon, New York 








Insurance Company. The former president of the Ni 


the Nw NORTHEASTERN LIFE INSURANCE COM 


OF NEW YORK 








Courteney N. Aten Vice-President ond Director of 
United States Tobacco Company 
lymen Sleemingdale Trustee. Brown University 
John Stuert Dudley = Poriner in the low firm of 
Angulo, Cooney, Marsh & Ouchterloney. New York 
Chester O. Fischer Director and Member of Advisory Committee 
Massachusetts Mutual Life Insurance Co 
Rey Gorrett Partner in the low firm o 
Sidley, Austin, Burgess and Smith, Chicago, Hl 


John A. Hill President, Hill, Carson & Associates, Toledo. Ohio 

Herbert L. Hutner President and Chairmon of the Finance Committee 

Or. Simeon Hutner Partner, Pulsifer and Hutner, investment advisors 

Bertil af Jechnich == Managing Director, Swedish Atlos Reinsurance Compony. 
Stocthoim, Sweden 

Or. Hereld Kem — Member, New York Stote Chomber of Commerce 

Herbert H. Lisener = Partner in the law firm of 
Lissner. Rothenberg. Holzer and Barth, Chicago. II! 

Lewrence t. Monnett, Jr. Executive Vice President 


Lester Osterman, Jr. Chairman of the Executive Committee 
Henry W. Otis Vice-President, Marsh & McLennan, Inc . New York 
John G. Pennypecker President, Beech Corporation, New York 





Mervin J. Silberman = Choirmon of the Boord, Consolid Corp 
Austin 3. Tobin = Executive Director, Port of New Yort Av 
Egbert H. orbage Chairman of the Board, Economic Consultants, inc., 
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NEW HIGHS RECORDED IN 1957 


NEW BUSINESS $14,496,000 
AN INCREASE OF OVER $19,000,000 
BUSINESS IN FORCE $78,762,000 

AN INCREASE OF OVER $69,700,000 
ASSETS $165,249,000 

AN INCREASE OF OVER $9,300,000 
PAID OR SET ASIDE 

FOR POLICYHOLDERS & BENEFICIARIES 
$20,105,000 


A copy of our complete Annual report 
will be sent on request 








F. W. SIMPSON, Branch Manager, DETROIT 
1766 Penobscot Bldg. 
C. B. DIBBLE, C.L.U., Branch Manager, LANSING 
800 Michigan National Tower 
J. R. KING, Branch Manager, PITTSBURGH 
808 Park Bldg. 
C. F. TELLER, Manager of Brokerage, PHILADELPHIA 
121 South Broad St. 
IAN ROBERTSON, Branch Manager, SEATTLE 
3324 White-Henry-Stuart Bldg. 
HARRY W. FRAZEE, C.L.U., Branch Manager, AKRON 
312 First Federal Savings Bldg. 
THOMAS E.UHLE, Branch Manager, CLEVELAND 
216 B. F. Keith Bldg. 
LIFE AGENCY OF NEW JERSEY, INC., NEWARK 


10 Commerce Court 
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FeNATIONAL UNDERWRITER 


LIAMA Book Treats 
The ‘PR’ Of Agent's 
Dealings With Client 


HARTFORD—A wealth of specific 
suggestions for agents on the kind of 
public relations 
that has nothing 
to do with adver- 
tising or publicity 
is contained in a 
64-page_ booklet 
just published by 
LIAMA. It tells 
what people want 
and expect from 
their personal in- 
surance agent. 

Titled Public 
Relations to Help 
You Sell, the 
booklet was written by John L. Lo- 
bingier Jr., LIAMA director of public 
relations. It incorporates results of 
recent public attitude studies, as well 
as the experiences of many successful 
agents. 

LIAMA describes the booklet as 
“sales oriented, providing the agent 
with a clear track for selling insurance 
the way the public wants to buy it.... 
and the way the agent himself profits 
most.” LIAMA also points out that 
this is not a manual on publicity and 
advertising; instead, the emphasis is 
entirely on agent performance in ap- 
proaching, selling, and servicing clients. 

Practical answers are provided to 
such questions as: Why do people 
change agents? How can pressure be 
used without antagonizing the pros- 
pect? What is the right and wrong way 
to sell the “family plan”—or any plan? 
How can the agent build clients instead 
of casual customers? What can the 
agent do to combat misconceptions he 
may encounter? Does the agent have 
public relations responsibilities other 
than to himself? 

In recommending the booklet as 
“exceptionally valuable with new 
agents,” LIAMA notes that “here is 
an ideal piece to set the sales philoso- 
phy of the newly contracted man. . .to 
impress him with the significance of 
his new career and his responsibilities 
to the people he will serve.” 

Public Relations to Help You Sell is 
also recommended to managers as an 
aid to recruiting. Says LIAMA: “In 
the recruiting interview, it is essential 
to dispel any idea the prospective agent 
may have that people ‘look down’ on 
agents. The booklet does this effective- 
ly through strong third party influ- 
ence. . helps to impress the candidate 
with the professional possibilities in 
the life insurance career.” 





J. L. Lobingier Jr. 
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Life of Va. Introduces |Gen 
Family Plan And Pare, 7S 
And Children Contrac 
Life of Virginia has introduce , 
$2,500 family plan with premiyy|“! 
payable on regular ordinary and week. 
ly bases. 
This policy provides $2,500 endoy, 
















eighth ¢ 
ment at age 85 on the husband, 9, 695,000 
the wife of equal age, it provides g). 52% Me 
000 term to age 85 of the hush and a 

year, 
30.5% 1 
The « 


term to age 23 or the father’s age 
if earlier, for each present and futy; 
child over 14 days and not over age 
18 at entry. Benefits are 25% unt], | 
child is 3 months old. 

A parent and children plan is noy 
being issued to provide $2,500 basic ip. 
surance or in units of $5,000, up to 
three units. The provisions are gin. 
ilar to the family plan, but only one 
parent is insured. 

Also introduced is a_ pref 
whole life plan, with $25,000 mij). 
mum, issued on annual, semi-anny! 
and quarterly bases or by salary sy. 
ings plan and pre-authorized chek 
plan, 

Mortgage redemption and family in 
come riders may be attached to th 
family plan, the parent and childrep 
plan and the preferred whole life plan, 

Another new policy is a preferra 
convertible term policy with $25,0W 
minimum for 5, 10, and 15 years, con 
vertible for 4, 8, and 12 years, respe. 
tively. If insured is receiving disabil. 
ity benefits at the end of the co. 
vertible period, the policy automatical- 
ly converts to the whole life plan a 
the attained age. 
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Colonial Introduces 
$25,000 Minimum Plan 


Colonial Life has introduced a non 
participating life paid up at age 6 
— with a $25,000 minimum is- money c 

Called the executive 25, the policy pong 
was developed for the executive mar- “Wec 
ket and is among the lowest guar-/R. A. 
anteed net cost contracts. It is offered) said. No 
to men and women aged 15 to 55 on Plan are 
standard and special class bases. It 
can be used for personal and business Hancec 
needs. For example, at age 30, the 9 B | 
annual premium is $17.47 per $1,000. ¥@ ul. 

The contract may be sold with a-| John 
cidental death and disability waiver bes be 
of premium benefits and the family in- sine, : 
come rider. A ai 
weather 
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duces |General American 
| Parenis7 Sales Up 21% 











ntract General American Life’s 1957 life 
ntroduced ; es totaled $381,222,000, an increase 
Premium} 91.5% over 1956. 


Y and wee. ordinary life sales increased for the 
eighth consecutive year, totaling $118,- 

695,000 for the 12 months of 1957, or 
usband, Or 52% more than 1956. Group life sales 
rovides ¢). ed for the ninth consecutive 


> r i ‘eas 
he husbanj (o'totaling $262,527,000 for 1957, or 
ears yo 


1500 endoy. 





until | frst 
Jan is nm, $786942 in 1957, or 11.8% more than 
0 b oul armed premiums from that source in 
000, up to “The record sales of individual and 
> are sin- goup life in 1957 pushed the compa- 
t only one | ny’s total life insurance in force to the 

‘new all-time high of $2,627,648,000 
as of Dec. 31, or 15.4% more than a 
year earlier. The “in-force” total for 
General American Life has increased 
every year since 1944. 

Income from premiums totaled $62,- 
539,000, or 14.4% more than in 1956. 
Total assets reached a new year-end 
high of $245,524,000, an increase of 
5% over year-end 1956. The average 
1957 net yield on those assets was 
3.48% after federal income taxes, as 
compared to 3.34% in 1956. At year 
end, the company’s surplus stood at a 
new high of $11,271,000, an increase of 
6.8% over year-end 1956. 
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N. D. Blue Cross Rates 
To Go Up 30% In March 


Blue Cross rates in North Dakota 
will be increased 30% with the March 
billings for individual contracts and 
April billings for group. There will 
be some expansion in benefits, but 
primarily Blue Cross is after more 
money on the grounds that rates have 
, increased 21% since 1953 but hospital 
he polity costs have increased about 33%. 
tive mat- “We can’t hold the line any longer,” 
est guar-R. A. Jydstrup, executive director, 
is offered|Said. No increases for the Blue Shield 
to 55 on’ plan are in the immediate offing. 


bases. It 


! 3, the Hancock To Give Weather Reports 
sr $1,000, On Bulletin Boards Around Boston 
with ac-| John Hancock’s weather services 
y waiver|Will be expanded when the company 
amily in- dopts an outdoor community adver- 
Ising program early this year. 

A replica of the home office and its 
weather tower, with accompanying 
oulletins lighting the weather and tem- 
perature, will be located on floodlight- 
ed billboards greeting traffic entering 
Boston on seven major routes. The 
billboards have been designed to sup- 
dlement the original weather tower 
ind to better acquaint the public with 
he meaning of the weather signals 
itop the building. As in the past, 
weather will be reported every hour, 
predicting the conditions three hours 
before they take effect, while time 
Fnd temperature recordings will be 
flashed by the minute. 
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Herbert P. Jones, general agent at 
ittsburgh for Atlantic Life, has 
een named “man of the year” for 
957 and W. Neal McCord, general 
gent in Washington, D. C., has been 
hamed “challenger.” The “man of the 
ear” award is Atlantic’s highest hon- 
br for salesmanship, based on sales, 
seer income, and quality business. 
€ title of “challenger” is second 
nly to the “man of the year.” 
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Maccabees Advance 
Shelley, Morris 


George Shelley has been named 
chairman of Maccabees Life, and has 
been succeeded as president by Robert 
E. Morris. Mr. Shelley joined Macca- 
bees as an agent in 1936 and became 
successively state manager, director of 








R. E. Morris 


George Shelley 


the eastern division, and supreme 
trustee. In 1957 he was appointed vice- 
president and later that year presi- 
dent. He directs the New York metro- 
politan agency, production leader of 
Maccabees for 18 years. 

Mr. Morris has been with the society 
for more than 30 years and has been 
manager of the actuarial department, 
assistant actuary and field director. 
He was named actuary and field di- 
rector in 1951, and vice-president- 
actuary in 1957. He is a past president 
of Fraternal Actuarial Assn. 


Publish Story of Agent's 


Method For Sales Success 


Short-Cut to More Sales by Bertram 
Brownold, the story of the author’s 
success as life agent for 30 years, has 
been published by the Diamond Life 
Bulletins. Mr. Brownold presents his 
story in a direct, conversational man- 
ner with well-defined details on how 
he gets names, appointments, inter- 
views and sales, Of unusual interest is 
the author’s preference for cold can- 
vass selling and restriction of his ac- 
tivities to one area. 

Price is $1.50 for single copies, less 
in quantities. Copies may be ordered 
from the Diamond Life Bulletins, 420 
East Fourth street, Cincinnati, or from 
any office of the National Underwriter 
Co. 


Indiana HO Assn. Elects, 
To Hear Talk On TB 


Indiana Home Office Underwriters 
Assn. elected the following 1958 officers 
at its January meeting: Ted Steele of 
State Life, president, Roy Dittman of 
Hoosier Farm Bureau, vice-president, 
and Ruth C. Hohl of American Income, 
secretary-treasurer. 

J. Vincent Sherwood, doctor at 
Irene Byron Sanatorium, Fort Wayne, 
will speak to the association at the 
Athenaeum, Indianapolis on Feb. 12. 
His subject will be “Recent Develop- 
ments in Treatment of Tuberculosis.” 


Leading agents of Berkshire Life 
last year were Jules Nassberg, New 
York City, in new life volume and 
new paid life and annuity premiums; 
Alfred L. Block, Miami, in A&S an- 
nual premiums; George L. Byrnes, 
Pittsfield, new life cases, and George 
G. Mantho, Detroit, full time leader in 
life volume. George Blatt, Cleveland, 
won the new “rookie of the year” 
award. Leading agencies were Mar- 
shall at Brooklyn for its 1957 increase 
in premium over the previous year, 
Schenkelbert at Cleveland for conser- 
vation and Weiss at West Palm Beach 
for agency building. 
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NZa Non-Can Income 


Protection 





Now available in most states... 


Three New Participating Policies — 


Guaranteed Renewable to Age 65 
4 


The Reliance — streamlined disability income protection 
for one, two or five years at an unusually low premium. 


The Income Guardian — choice of one, two or five year 
benefit for sickness, plus lifetime accident benefit. 


The Income Defender — income all the way to age 65 
for sickness, plus lifetime accident benefit. 


Optional Benefits — Accidental Death, Ad- 
ditional Income when Hospitalized, Excess 
Accident Medical Expense — available on all 
three by rider. 


Call your Guarvian Manager today for full information, or write 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 





PAUL TEMPLE 
AND ASSOCIATES 


INSURANCE 
ANALYSTS 


Purchase, Re-Insurance 
and/or Merger of Life, Fire and 
Casualty Insurance Company’s 


negotiated in confidence through 
the facilities of this 31 year 
old organization. 


6355 NORTH CLARK STREET 
CHICAGO 26, ILL. 
PHONE: AMbassador 2-4208 
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St. Louis Led Large Other cities and their percentage 
a ss gains for 1957 and December, respec- 
Cities In Rate Of 57 tively, were Chicago, 9 and 21; Cleve- 


Ordinary Gain With 30% 124, 23 and 20; Detroit, down 5 and 14; 
St. Louis led large U. S. cities in Los Angeles, 16 and 18; New York, 5 


rate of increase in ordinary life sales “[4 20, and Philadelphia, down 5 and 
in 1957 with a gain of 30%, whe 29. Boston’s 12-month increase was 
Boston led in December with a 56% 16%, while St. Louis showed a 4% 
gain, according to LIAMA. increase in December. 


Impersonator Of Ark. 
Commissioner Dupes 
Life Policyholders 


LITTLE ROCK—Commissioner 
Combs has taken up the role of a pri- 
vate eye in trying to track down the 
imposter who has been identifying 
himself as “Commissioner Combs” 


















Our old friends, too, now benefit 


under Quantity-Earned Savings 


Regardless of when written, premium-paying pol- matter how old, any premium-paying Northwestern 


icies of $5000 and more will now return added Mutual policy of $5000 to $10,000 will now return an 
added saving each year. On policies $10,000 and up the 


new savings will be even greater. 





dollars in savings, based on the Northwestern 


Mutual's Quantity-Earned Savings. And more good news! Northwestern Mutual an- 
nounces another increase in its regular dividend distri- 
Just one year ago, Northwestern Mutual sought and bution to policyholders. This is the sixth successive year 
obtained official permission to establish Quantity- that Northwestern Mutual has paid out an increased 
Earned Savings (QES) rate reductions based on the size amount in dividends. 
of the policy. The result made life insurance history. Here is dramatic proof of Northwestern Mutual’s suc- 
Now a new stride forward! Effective January 1, 1958, cess in continuing to lower life insurance cost through 
Northwestern Mutual is extending the same advantage modern business methods—progress for which this com- 
to policies written before QES went into effect. No pany has become famous during the past 100 years. 


MILWAUKEE, WISCONSIN 


Lhe NORTHWESTERN MUTUAL 2 Lisurance Company 


Alfred H. Stees pur- 
chased his first $5,000 
policy from Northwest- 
ern Mutual 77 years ago. 
Thanks to the low net 
cost for which this com- 
pany is famous, plus the 
new extension of QES, 
Mr. Stees’ net payment 
for this policy in 1958 
will be only $2.30. 















AS ADVERTISED IN TIME, NEWSWEEK AND SUCCESSFUL FARMING 
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while calling on_ policyholders in 
northwest Arkansas, ostensibly for the 
purpose of examining their life j; 
ance policies. After examining the py, 
icies, the counterfeit COMMissione 
then pronounces them as “no 200d" 
resulting in a number of duped pe, 
sons requesting refunds on their Poli. 
cies. 

“He did not try to sell them anothe 
policy because if he had been Sue. 
cessful, we would, of course, hay 
been able to nail him,” the rea] Con. 
missioner Combs declared. He said }, 
believed the imposter was trying {, 
discredit a certain company, but de. 
clined to name the victimized comp:. 
ny on the grounds that it has beer 
hurt considerably already. 

Stressing that these goings-on we, 
not rumors and that he had proof ¢ 
the matter, Mr. Combs said his inye. 
tigation will continue with a view y 
turning the information over to tt 


law enforcement officers. “It is hag. 


for me to believe that any insurane 
company in Arkansas would encourage 
any of their agents to do a thing like 
this, but if it is found to be true, I wi! 
say that they should not be permittes, 
to do business in Arkansas,” he said. 


House Oks Extension 
Of Company Tax Bases 


WASHINGTON—The_ House ha 
passed the bill extending the Mills lay 
to cover the 1957 income taxation o 
life companies. The bill, H. R. 1002), 
now goes to the Senate finance con- 
mittee. 

Earlier, the House ways and meas 
committee reported the Mills law e. 
tension after statements by ‘Trreasun 
Secretary Anderson in a letter t 
Chairman Mills and in_ public testi- 
mony before the committee expressin; 
the Treasury’s willingness to go alon; 
with reenactment of the Mills law fu 
the 1957 tax year. 

The House earlier approved the 
technical amendments bill, afte 
agreement had been reached by the 








ways and means committee to delete 
the controversial provision which 
would have partially restored the pre- 
mium payment test: of life insurance 
ownership for tax purposes. The test 
had been removed from the tax code 
by the general tax revision bill enact- 
ed in 1954. The technical amendments 
bill also now goes to the Senate fi- 
nance committee. 









The Unity Mutual 
Life Insurance Company | 
of New York 








Insures 
The Whole Family 










Unity agents are equipped | 
to serve every need for per- 





sonal insurance. Juvenile | 
lI 

policies our specialty. | 
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E. R. DEMING L. J. BAYLEY 
President Secretary 
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bill, after io = 7 
ned. by heiped safeguard independence in 1957 
e to delete 
ion which 

th : ; : . oa 
‘—- In the famous Declaration of Independence, Americans first said they prized political independence. John 
S. —— Hancock was a man who helped say so, boldly and vigorously. Today, financial independence is a vital American 
‘pill enact requirement, too, and our John Hancock is helping deliver it to over 10 million policy owners. We do so with 
mendments sacred regard for the individual and his needs. This ideal of service, strongly held by every John Hancock rep- 


Sense & resentative, has brought us in 1957 to the greatest record of insurance in force and total assets in our long history. 











How we paid benefits How we safeguard the future 


Assets: $5, 163,266,034. (Obligations, $4,658,805,946; con- 
tingency funds, surplus and special reserves, $504,460,088. ) 


Over $1!% million paid out in benefits every working day 
in 1957 — throughout every State and Territory of the 
U.S. and various Canadian provinces. 


S 
S 


American industry and communities strengthened by 
John Hancock investments — an average of $214 million 
invested every working day. 


$654,121,684 paid to or set aside for policy owners or 
beneficiaries in 1957, an increase of 6.5%. 











Over $2014 billion of John Hancock insurance in force 
at the end of 1957 — an increase of 9.8%. 


John Hancock made 1,561,224 benefit payments to policy 
owners or beneficiaries in 1957. 
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Editorial Comment 
‘Scare Talk’ As A Sales Motivator 


Executives of several life compa- 
nies have remarked recently that some 
of their agents are finding it effective 
to employ a little “scare talk” in 
their sales presentations. Some agents 
are convinced that this helps them, 
and others have said that it has closed 
sales that would not have otherwise. 

By “scare talk” is meant some ref- 
erence to unemployment, a downturn 
in the economy, the decline in the 
stock market the possibility of a mild 
depression, the uncertainty that at- 
taches to any form of investment as 
compared to life insurance. 

There are those who are opposed 
to any sales presentation which fright- 


ens or tends to make the prospect 
more timid. Those feeling this way 
believe that prospects can be made so 
disturbed or upset that they will not 
buy life insurance. 

In other words, there are two 
schools of thought, and without ad- 
vocating one against the other the 
fact is that many more agents than for- 
merly are discussing with prospects 
the uncertainty of the times, the al- 
most universal fear of what Russia 
may do, the additional billions that the 
government will use for defense spend- 
ing and the rather general belief that 
we are in for somewhat harder times. 
—Howard J. Burridge. 


Field Influence On Marketing Policy 


The fact that a Life Association 
News survey revealed 42.5% of the 
respondents think agents’ demands 
for competitive products are respon- 
sible for the many new plans and 
changes in merchandising may well 
indicate a growing tendency among 
field men to make suggestions for im- 
proving the coverages and _ sales 
methods. 

LAN, the official magazine of Na- 
tional Assn. of Life Underwriters, 
asked a cross-section of 200 members: 
“Is a demand from field men for tools 
to meet competition and give the pub- 
lic what it wants primarily responsi- 
ble for the widespread introduction of 
new and novel plans of life insurance 
and changes in life insurance mar- 
keting?” 

Perhaps the 42.5% who said “yes” are 
correct and maybe they are wrong. 
The point is that since 42.5% feel 
that field ideas do carry some weight 
with the home office, there may be 
more of a tendency among agents to 
take an interest in seeking new prod- 
ucts than has been realized. 

LAN reported the “yes” respondents 
think their demands, combined with 
market research, are encouraging 
companies to offer new competitive 
products. “No” answers were given 
by 35.1%, who generally feel these 
products were devised by the home 
offices in the fight for volume and 
ranking. The remaining 22.4% who 
answered “maybe” tend to believe 
that not only the field men, but also 
the companies and the public, are 
responsible for the changes. 

Of course, the results of the survey 
do not necessarily mean that all or 
even the majority of field men’s sug- 
gestions are such that they can be 
used. Some ideas may be impractical, 
or good only for a limited market or 
have some other shortcoming. A com- 
pany cannot be expected to adopt a 
suggestion just because one—or even 
a majority—of its agents recom- 
mended it. 

As long as it is thoroughly under- 
stood and accepted that final deci- 
sions of this kind must be the province 
of home office management, the more 
suggestions there are from the field 


the better, if only because it means a 
correspondingly larger number of pos- 
sibly usable ideas. Agents are a com- 
pany’s most important contact with 
the public and are in the best pos- 
sible position to reflect to the home 
office what kind of changes the public 
might find attractive. 

The other side of the coin, of course, 
is that an agent may become over- 
zealous in behalf of some pet innova- 
tion and feel embittered at the home 
office’s unwillingness to adopt it. Im- 
plicit in this is the fact that the most 
vociferous pleaders are not necessarily 
the ones with the best ideas. But so 
long as all parties understand that the 
home office must decide on innova- 
tions on their merits and not merely 
because of field pressure, the greater 
interest of agents in proposing new 
ideas seems all to the good.—John B. 
Lawrence Jr. 








Personals 


Frank E. Sullivan, South Bend, Ind., 
agency manager of American United 
Life, has been named man of the year 
by South Bend Junior Chamber of 
Commerce in recognition of his “com- 
munity service through loyal, faithful 
and unselfish efforts resulting in a 
lasting contribution to the community.” 


Benjamin N. Woodson, president of 
American General Life, has become 
a partner in the John L. Wortham & 
Son agency of Houston. The Wortham 
agency is one of the largest general 
insurance agencies in the south. 


James L. Russell, agency secretary 
of Connecticut Mutual, has been elect- 
ed to a 2-year term as president of 
the greater Hartford council of church- 
es. 


Dwight L. Clarke, retired president 
of Occidental Life of California and 
present member of the board, has 
been elected director and 2nd vice- 
president of California Historical So- 
ciety. Donald F. Sorensen, director of 
publications and press relations for 
Occidental, has been elected treasurer 
of Los Angeles Junior Chamber of 
Commerce. 


Paul H. Conway, general agent 
emeritus of John Hancock at Syracuse, 


UNDERWRITER 


N. Y., will be co-author of a series of 
articles on personal financial planning 
for Alumni News, published by Rens- 
selaer Polytechnic Institute, his alma 
mater. Mr. Conway’s collaborator is 
William M. Conners, trust officer and 
vice-p:‘esident of Manufacturers Na- 
tional Bank of Troy, N. Y. 


A. J. Wheeler, Chicago manager 
of the National Underwriter Co., and 
Mrs. Wheeler became the parents of 
their fourth child, Nancy, Feb. 8. 


Carrol M. Shanks, president of Pru- 
dential, has been elected a trustee of 
John Hopkins university. 


H. Dixon Trueblood, vice-president 
in charge of public relations and ad- 
vertising for Occidental Life of Cali- 
fornia, and three other members of 
the company’s home office staff re- 
ceived minor injuries in an automobile 
accident on the San Bernadino freeway 
in Los Angeles recently. Others in the 
mishap were Norman R. Wagner, di- 
rector of group sales; Fred Roberts, 
director of group research and develop- 
ment; and Gordon Shaw, assistant field 
superintendent of agencies. 


Deaths 


Nicholas Yard, Former 
U. S. Life Treasurer 
And AIU Pioneer, Dies 


Nicholas Yard, 67, treasurer and a 
director of United States Life from 
1937 to 1947 and a founder of Ameri- 
can International Insurance groups, 
died in his home at New York after a 
long illness. 

Mr. Yard was elected president and 
a director of American International 
Co. in 1947 and retired because of fail- 
ing health in 1951. His insurance ca- 
reer began in China in 1920 when he 
joined the organization of Cornelius 
V. Starr, now chairman of American 
International Underwriters. He 
helped organize AIU in-the late 1920s. 
He organized Underwriters Bank of 
Hong Kong in 1930 and later became 
its president. 

Born Nicholas Yakoonnikoff, son of 
a prominent import-export merchant 
of czarist Russia, Mr. Yard legally 
changed his name when he became a 
U. S. citizen in 1943. As an army 
captain, he was awarded many decor- 
ations by imperial Russia and the 
western allies during World War I. 


WALTON P. KINGSLEY, 71, who 
retired in 1943 as New York Life’s 
vice-president in charge of mortgage 
loans, died at his home in New York 
City. He joined New York Life in 1912, 
after two years with J. P. Morgan & 
Co. He was a son of the -late Darwin 
P. Kingsley, for many years president 
and later chairman of New York Life. 


ROBERT S. HICKS, 37, district man- 
ager of Acacia Mutual at Durham, N. 
C., since 1947, died at his home after an 
illness of several weeks. 


JAMES E. REEDY, district manager 
of Massachusetts Mutual Life at Mon- 
roe, Mich., died of a heart attack. He 
had been with the Howland agency 
of Detroit since 1933. 


JOSPH E. GARLAND, 82, general 
agent of Pacific Mutual Life at Farm- 
ville, Va., died. 


BYRON F. BRUNK, 65, for 12 years 
general agent in Oregon for Massachu- 
setts Protective Life and Paul Revere 
Life, died at Salem, Ore. 
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ate Manager; Roy Rosenquist, Statistician. 


CLEVELAND 14, OHIO—1367 E. 6th St. 
Lincoln Bldg., Rm. 208, CH 1-3396. Paul 
Blesi, Resident Manager. 


DALLAS 1, TEXAS—708 Employers Insur- 
ance Bldg., Tel. Riverside 7-1127. Alfred E. 
Cadis, Southwestern Manager. 


DENVER 2, COLO.—234 Commonwealth 
Bldg., Tel. Amherst 6-2725. J. Robert 
Ebelhardt, Rocky Mountain Manager. 


DES MOINES 9, IOWA—327 Insurance Ex- 
change Bldg., Tel. Atlantic 2-5966. D. J. 
Stevenson, Resident Manager. 


DETROIT 26, MICH.—613 Lafayette Bldg. 
Tel. Woodward 5-2305. William J. Gessing, 
Manager for Indiana and Michigan. 


INDIANAPOLIS 20, IND.—5634 N. Rural 
St., Tel. Clifford 3-2276. William J. Gessing, 
Manager for Indiana and Michigan. 


LOS ANGELES 66, CAL.—11326 Kingsland 
St., Tel. TExas 0-8159. E. C. Faris, Associate 
Pacific Coast Manager. 


MINNEAPOLIS 2, MINN.—1038 Northwest- 
ern Bank Bldg., Tel. Federal 2-5417. 
Howard J. Meyer, Northwestern Manager. 


NEW YORK 388, N. Y.—17 John St, 
Room 1401, Tel. Beekman 3-3958. J. T. 
Curtin and Clarence W. Hammel, New York 
Managers. 


NEWARK 2, N. Y.—10 Commerce Ct., Tel. 
Market 3-7019. John F McCormick, Resi- 
dent Manager. 


PHILADELPHIA 9, PA.—123 S. Broad St. 
Room 1027, Tel. Pennypacker 5-3706. Robert 
I. Zoll, Middle Atlantic Manager. 


ST. LOUIS 2, MO.—221 Pierce Bldg., Tel. 
Chestnut 1-1634. Geo E. Wohlgemuth, Resi- 
dent Manager. 


SAN FRANCISCO 4, CAL.—582 Market St., 
Tel. Exbrook 2-3054. Richard G. Hamilton, 
Pacific Coast Manager. 





CHANGE OF ADDRESS 


Be sure to enclose mailing wrapper with 
new address. Allow three weeks for comple- 
tion of the change. Send to subscription of- 
fice, 420 E. Fourth St., Cincinnati 2, Ohio. 
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nN. Y. C. Agents To Stocks 


Hold Annual Sales 
Congress March 13 "15's “tasaite st. Chicago, Feb. 11, 1958” 
Bid Asked 


New York City Assn. of Life Under- Aetna Life 






























, - : . Beneficial Standard  ..........ss00 15% 16% 
writers will hold its annual sales con Secmnted aed Ane 61 63 
ess at the Hotel Sheraton-Astor Cal-western States . 85% 88 
March 13, beginning at 10 a.m. Columbian National 68 70 
ur H. Bikoff, general agent of Commonwealth Life 18% 19% 
Arth : i ° Connecticut General 262 266 
Aetna Life, is general chairman. JO- Continental Assurance 117 119 
seph V. Buck, general agent of North- Franklin Life...  64¥2 66 
estern Mutual, is vice-chairman in Great Southern Life .................+: 68 Bid 
: f program advertising and J. Gulf Life 24% = - 25% 
charge Ol P fe, is Jefferson Standard ....cnmnnnm 74% 16 
Robert Wilcox, New England Life, is Kansas City Life ecccnnnnnnnm 1330 1370 
vice-chairman for the coordination of Liberty National Life .........0« 2914 31 
* ; heme of the meetin Life & Casualty .............. 19 20 
en Pres the Sales Bet Life of Virginia ........... 100% 103 
will be “bre : -"* Lincoln National Life .. 187 192 
Speakers at the morning session National L. & A. ou . 95% 97% 
will be Rudolf Leitman, New York North American, M1. .........0.....%0 19% 21 
life Beto, on “Clim Up With Me.” 3. hee oo ae ae 
William A. Garrett, sales engineer Of )q Line Life ........ —_ @ 45 
American Telephone & Telegraph Co., Republic Natl. Life sevens 42 
on “Selling More Profitably By Tele- Southland Life ........... 85 
phone,” and Andrew A. Adinelfi, re- —— Life = 
gional director of agencies of John wnited, m. 23% 
Hancock at Philadelphia, on “There Is_ U. S. Life 32% 
” West Coast Life ..... 461 
No Other Way. Wisconsin National ... 70 


The afternoon speakers are being 
selected by Mr. Bickoff. 


fe Zalinski Endorses 


Wants TexasInsurance ‘Hard Sell’ Ads 
Board To Stay Full Time Life of North America realizes that 


‘ when it comes to public relations a 
AUSTIN—Establishment of the re- business has only the choice of wheth- 
organized Texas board of insurance on ¢ it shall be good or bad and not 
a permanent full time basis in order whether it will have some, and if so. 
to carry out its statutory duties was how much, Edmund L. Zalinski, execu- 
advocated by Penn J. Jackson, chair- tive vice-president, told Poor Richard 
man, in an address in Austin last week Qjyp, an organization of Philadelphia 
before a meeting of life insurance advertising people. 
agents. Life of North America _ hopes, 
Might Lead To Suspicion through the practice of good public re- 

: lations, to reflect to the public a corpo- 
For, said Mr. Jackson, “if board rate personality that is friendly, sin- 
members practice their professions cerely interested in the policyholder, 
part of the time and act as board hard-working, conservative in the 
members part of the time, their out- handling of the trust reposed in it and 
side fees or emoluments would inevita- enthusiastic in carrying out its respon- 
bly lead to suspicion of affecting their sibilities, Mr. Zalinski said. 
duties on the board and we might have Feel Advertising Is Vital 


a repetition of the scandals of the ; 
past.” Noting that the North America com- 


The statement is regarded as an ad- panies feel advertising is vital to busi- 
vance notice of a movement to amend Ness success in today’s competitive 
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the law, which currently requires the economy, he said he believed in “hard 
board to go on a part-time basis after sell” advertising copy because it cre- 
next Aug. 31, at the 1959 session of ates in the consumer’s mind a lasting 
the legislature. At present, said Mr. idea of what the product or service 
Jackson, the board meets and works can do for him. 

for at least 50 hours each week, with Advertising success is predicated on 
much of the time devoted to carrying NM organization of integrity, desirable 


| out its rate-making function. and worthwhile products, the right 


kind of distribution and a high-qual- 
ity distribution staff. With these es- 
Joe P. Gibbs, its third member, is a Sentials soundly coordinated, advertis- 
ing can be employed with every hope 


Chairman Jackson and David B. 


banker. 
tS: of success, Mr. Zalinski said. 
Reviews ‘Recession’ At L. A. Equitable Society Sets 


Life Insurance & Trust Council of ss 
Los Angeles heard Vice-president Group Sales Clinics 


Jamison of Security-First National Equitable Society held the first in 
Bank talk at the February meeting on its 1958 series of regional “group 
What the current business recession millionaires” sales clinics at Sea Is- 
means to Los Angeles.” He is manag- land, Ga., to honor leading group pro- 
er of the bank’s research department ducers in the greater New York, mid- 
and editor of its publication, Monthly dle Atlantic and northeastern depart- 
Summary of Business Conditions in ments. 

Southern California. Other regional meetings are slated 
_The council presented each of its for March 5-7 at Point Clear, Ala.; 
living past presidents a plaque com- March 16-18 at Phoenix, and May 11- 
memorating his services to the group. 13 at Edgewater Park, Miss. 
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Highlights from our 71st Annual Report 


Business in Force............:- $2,610,637 ,086 
New Busines..............0..++- 380,499,333 
Net Increase 

Business in Force.......... 248,925,151 
ANd fee eecttecicdesisdins 761,669,880 


IN THE UNITED STATES 


Durinc 1957 The Manufacturers Life 
continued its pattern of steady growth and 
expansion in the United States. Licences 
to transact business were obtained in 
Alaska, Colorado, Indiana, Kentucky, 
Maine, Nevada, New Hampshire, Okla- i 
homa, Utah and Vermont. 








To-pay our United States organization 
consists of 23 active Branch Offices from 
coast to coast and we are licenced in 26 
states, the District of Columbia and the 
territories of Hawaii and Alaska. 


Soe mocmn vate 





THE 71st ANNUAL REPORT of the Com- 
pany shows that new business in the 
United States amounted to a record 
$116,989,301. The business in force is 
now $777,517,116. 
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THE 


MANUFACTURERS && 
INSURANCE Bias COMPANY 


HEAD OFFICE (Established 1887), TORONTO, CANADA 




















CENTRAL ASSURANCE COMPANY 


COLUMBUS 5, OHIO 


John D. Shafer, President 


Write for complete information on our 


ACCIDENT & HEALTH, LIFE AND HOSPITALIZATION PLANS 








MIAMI 


The finest place 








in the country for 
you and your 
family to live 


and work. 








Agent’s and General Agent’s contracts available to qualified men. 





Incentive Financing-Free Group Hospitalization and Life Bonuses. 


STOCK OPTIONS 
Send resume and photo to: 
Granville H. de Roode 


American Life Savings Insurance Co. 
2397 Coral Way Miami, Florida 
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Nw Mutual Names 
Sales Leaders For ‘57 


Northwestern Mutual Life sales 
leaders nation-wide in all three cate- 
gories are: 

General Agency: John R. Mage, Los 
Angeles—who placed first with a 
gross sales volume of over $24 million, 
an increase of 21% over 1956; Stumm 
& Roeder, Aurora, Ill.—second, and 
Jamison & Phelps, Chicago—third. 
In the top 10 are: Frank R. Horner, 
Madison, Wis.; Willard L. Momsen, 


HeNATIONAL UNDERWRITER 


Milwaukee; J. Lowell Craig, Milwau- 
kee; Dan A. Kaufman Co., Chicago; 
Finkbiner Co., Philadelphia; Lowell P. 
Schwinger, Cedar Rapids, Ia., and C. R. 
Eckert, Detroit. 


District agency: R. E. Castelo, Cham- 
paign, Ill.—in first place for the second 
consecutive year with over $4,100,000; 
G. W. Dygert, Fort Wayne, Ind.— 
second, and C. J. Ryan, Youngstown, 
O.—third. In the top 10: W. K. Pierce, 
Elgin, Ill.; Royall R. Brown, Winston- 
Salem, N. C.; T. A. Lauer, Joliet, I1.; 
J. K. Roberts, Fond du Lac, Wis.: 


C. F. Mead, Waukesha, Wis.; R. E. 
Thomas, Pasadena, Cal., and B. J. 
Crosse, Beloit, Wis. 

agent leaders: J. O. Todd, Chicago— 
who placed first with over $6,600,000; 
Royall R. Brown, Winston-Salem, N. C., 
district agent—second, and L. T. Stearn, 
Minneapolis—third. In top 10: C. E.P. 
Crauer, Poughkeepsie; F. D. Leete Jr., 
Indianapolis; Clyde Fuller, Milwaukee; 
F. W. Bowen, Charleston, W. Va.; 


Alden H. Smith, Nashville, Tenn.; 
District Agent C. A. Seys, Grand 
Rapids, Mich, and C. M. Ohl, 
Toledo, O. 








“"There’s more new here than steel and stone!”’ 


—SAYS CLARENCE A. JACKSON, PRESIDENT, AMERICAN UNITED LIFE INSURANCE COMPANY 


“Tuere’s a tingle of excitement, here ... based on new ideas, 
new policies, new ambitions, new enthusiasms and capable, 
new young specialists in our various departments. 

“There are new sales records, too. For example, a 61% 

increase in 1957 over 1956, following a 36% increase in 


1956 over 1955. 


“This is the dynamic atmosphere in which we begin 
. a year in which we expect to write the greatest 


1958... 
chapter in our 81-year history! 


“Our new structure, now arising, is far more than a 
much-needed addition. It’s testimony of past and present 
growth . . . a symbol of further gains the future holds for 


American United. 


“In Life, Group and A & S, American United is a sales- 


AMERICAN UNITED LIFE INSURANCE COMPANY e¢ HOME OFFICE: 


minded company—‘The Company with the Partnership Phi- 
losophy.’ This philosophy represents a way of living which 
We enjoy, in common, with our policyholders and associates. 

“If you want to know more about American United, 
write to me personally.” 








LIFE 
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INSURANCE COMPANY 


The Company with the Partnership Philosophy 


INDIANAPOLIS, INDIANA 


ALL ORDINARY LIFE FORMS - FLEXIBLE OPTIONS - LOW NET COST SPECIALS - UNIQUE JUVENILE - GROUP INSURANCE - GROUP RETIREMENT - PENSION TRUSTS - NON-CANCELLABLE 
DISABILITY -GUARANTEED RENEWABLE MAJOR MEDICAL - GUARANTEED RENEWABLE HOSPITAL & SURGICAL - SPECIALISTS IN SUBSTANDARD UNDERWRITING —REINSURANCE 
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United L.&A. Sales In 
‘57 Were $77,747,300 ~ 


United Life & Accident sold $77 
747,300 last year and increased its if 
insurance in force to $282,397,376, This 
represented an increase of 87% 
1956, with direct ordinary at double 
the amount produced last year. 

These results put the company aj. 
most a year ahead in its long 
program of growth. Total capita] s 
at $3,128,112 at year’s end while total 
assets were $38,290,454. Average net 
rate of return on investments increas. 
ed to 3.43%, highest in many Years, 


New Family Policy At 
Jefferson National Life 


Jefferson National Life of Indianap. 
olis has announced a new family pg. 
icy featuring permanent insurance oy 
all family members, return of pre 
mium benefits in case of death within | 
20 years, flexibility with respect ty 
the amount of insurance on varioys 
family members, and a choice of doy. | 
ble or triple accidental death benefits | 
Premium rates have been reduced ap. 
proximately 10% over similar costs 
for individual policies. 

The plan is whole life with pre. 
miums to age 85 on all family mem. 
bers. The applicant is the father, if 
living and insurable; the wife, in case 
of divorce, death or uninsurability of 
the father. When an insured is 21 or 
on any policy anniversary, any men- 
ber of the family would be entitld 
to an individual policy for the same 
premium, benefits, and non-forfeiture 
values. New born children are auto- 
matically insured at age 14 days and 
may be added to the policy without 
evidence of insurability. Insurance 
on wife and child may be any amount 
but not greater than the amount for 
which the appligant is insured. 


Discuss Manager's Role 


In Selecting New Men 


A manager with a sound ability to 
select new men offers a better means 
of recruiting agents than psychologi- 
cal and aptitude test methods, a panel 





discussion at the monthly meeting of 
Los Angeles Life Insurance Manag- 
ers Assn. brought out. 

This observation was made by John 
R. Chapman, manager of Home Life, 
who cited one company which had 
hired a psychological testing outfit 
that made a study for 18 months on 
securing new agents. When general | 
agents used the recommendations and 
got unsuccessful results, the company 
junked the tests and general agents 
followed their own ideas. 

Troy M. Ziglar, Prudential, de- 
scribing his training program, said the 
manager should know what the new 
man and the trainer are doing every 
hour. Another panelist Frank R. 
Shamel of Equitable Society, discussed 
teaching the new man through proper 
supervision. 


Gundersdorff agency of Equitable 
Life of Iowa at Newark is sponsoring 
a series of lectures by Harold Kamens, 
Newark estate tax lawyer, on the re- 
lationship of life insurance to estate 
planning, business insurance and prof- 
it and pension sharing plans. 


' Service Guide + 














SERVICE, INC. 


A 1389 Peachtree Street, 


N.E., Atlanta 8, Georgic, 
P.O. Box 6192. Telephone 
TRinity 5-6727. 








—_—<—<—<—<————— 





ACTUARIAL COMPUTING | 
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n pene In 1956, our Man Of The Year... the State Farm Career 
Agent... helped us crack the billion dollar level of Ordinary life 

quitable insurance in force. In 1957, State Farm Life took a big stride 


onsoring 
Kamens, toward the second billion. During the past year, thanks to 


the re- P . ° 
0, estat our Career Agents, State Farm Life gained as much insurance 
prof- - 2 a 
in force as during its first 17 years in business. 


State Farm Life Insurance Company 


Companion company of State Farm Mutual Automobile Insurance Company 
and State Farm Fire and Casualty Company. Home Offices: Bloomington, Iinois 
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“57 Recruiting Far 
Ahead Of Any Prior 
Year, Says LIAMA 


Recruiting activity during the first 
nine months of 1957 almost equalled 
activity in the entire year 1956, ac- 
cording to a sample of ordinary com- 
panies surveyed by LIAMA. 

In the United States no seasonal 
drop from the first-quarter level oc- 
curred in the second and third quar- 
ters, while the number of inexperi- 
enced recruits increased from the sec- 
ond quarter to the third. 

Although there were fewer recruits 
in Canada than in the second quarter 
of the year, the number recruited in 
the third quarter is greater than in 
any quarter prior to 1957. 

LIAMA points out that not all the 
individual contributing companies ex- 
perienced such record activity, but 
this survey indicates that over-all 
1957 recruting in both countries was 
far ahead of any previous year. 


HeNATIONAL UNDERWRITER 


Northwestern Mut. 
Installs Electronic 
IBM Data Processor 


Northwestern Mutual Life has 
opened an electronic data processing 
center to house a giant IBM “705” 
computer. The center, on the second 
floor of the company’s Milwaukee 
home office, is specially constructed 
and air-conditioned for perfect func- 
tioning and easy maintenance of the 
complex machine. The 705 will be 
used for both complex rapid calcula- 
tions and routine clerical operations. 

When full information concerning 
Northwestern Mutual’s 1,600,000 poli- 
cies has been transferred to magnetic 
tapes in the 705’s master file or “mem- 
ory,” a special “night-run” will be 
initiated. In this operation any chang- 
es in policy records begun during the 
day will be fed into the 705 and the 
action will be completed, recorded on 
tapes and required action completed— 
such as printing checks, notices, re- 
ceipts or statements etc.—bringing 
the master file up-to-date every morn- 





plete information. 








That’s what you'll say about American Casualty’s 
Baseball-Softball Team Accident Insurance — and 
you'll make a hit when you sell this coverage to 
teams in your area. Right now, before the season 
begins, is the ideal time to start “pitching” this valu- + 
able coverage. Every year more and more agents 
are winning with this one. Step up and swat out 
a few big ones for extra premiums. Write for com- 


A BIG HIT 
IN ANY 
LEAGUE 





AMERICAN GASUALTY | 


COAST-TO-COAST BRANCH OFFICE SERVICE 





AMERICAN CASUALTY COMPANY, Reading, Pa. 


Please send me complete information about your Baseball-Soft- 


ball Team Accident Insurance. 
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ing. In this use alone the 705 may 
work as many as 30,000 problems 
each day. 

Change-over to complete 705 opera- 
tion will be gradual, involving two or 
more years. About 75,000 policy rec- 
ords a month will be transferred, and 
one out of Northwestern Mutual’s 95 
general agencies each week will switch 
over to 705 operations. Use of the 705 
will permit reassignment of about 300 
employes to other work areas, includ- 
ing new jobs created by the 705. 


Sen. i Group 
Getting $365,000 


WASHINGTON—A sstaff study of 
certain aspects of the insurance busi- 
ness appears to be assured as a result 
of Senate passage of a resolution au- 
thorizing $365,000 for investigations by 
the Senate anti-trust and anti-monop- 
oly subcommittee of the judiciary com- 
mittee. Before passing the resolution 
the Senate rejected an amendment to 
cut the amount to $250,000. 

Several references to insurance mat- 
ters were made during the debate pre- 
ceding adoption of the resolution. Sen. 
Kefauver of Tennessee, subcommittee 
chairman, who previously had indicat- 
ed that a staff study of insurance was 
contemplated, told the Senate that 
hearings conducted by Sen. Langer of 
North Dakota dealt with the McCarran 
act and imposition on borrowers from 
certain loan companies of excessive 
costs. 


Forced To Take Insurance 


“Borrowers were forced to take in- 
surance,” Sen. Kefauver continued, 
“from which the loan companies and 
some insurance companies received an 
exorbitant interest rate.” 

At another point, Sen. Kefauver said 
that “certain problems have arisen in 
connection with the McCarran act— 
with reference to the part the anti- 
trust laws should play in connection 
with insurance rates.” 

He added that Sen. Langer had held 
some hearings on that problem, and 
that “we are interested in not only 
preventing concentration and enacting 
laws to prevent concentration but also 
in energizing new competition and 
supplementing the anti-trust laws 
so as to make it easier for new busi- 
nesses to get started.” 

Sen. O’Mahoney of Wyoming spoke 
at some length in favor of the $365,- 
000. He is a member of the subcommit- 
tee and is reported to be scheduled to 
preside over any hearings on insurance 
it may hold. But he did not mention 
insurance in his remarks. 

Some __ insurance representatives 
foresee a long insurance investigation, 
with hearings extending into next 
year, perhaps. They say that Sen. 
O’Mahoney is getting together facts 
for an investigation along “construc- 
tive” lines, whereas Sen. Kefauver re- 
portedly is interested chiefly in pub- 
licity. 

So far as is known, no allotment of 
funds for the insurance study has been 
decided upon by the subcommittee. 


Knights Of Columbus Had Big ‘57 


Knights of Columbus reports its 
best year in 1957 with a net gain of 
$94.5 million in force. Insurance, in 
force and net gain established an all- 
time record. In force at the end of 
the year was $729,703,000. Paid for and 
issued business showed a 14% in- 
crease over 1956. Fifty-two general 
agencies wrote over $1 million; 8 
agents wrote over $1 million, and 63 
agents wrote over half a million of 
paid for and issued business. 
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Central of lowa 
Hits Half Billion 
In-Force Mark 


An increase of almost $35 million 
during 1957 has put Central Life of 
Iowa at the half billion dollar mar, 
in insurance in force. 

Insurance in force totaled $499,977,. 
319 at year end, thus the company 
substantially reached the half billion 
dollar mark a year ahead of the goa) 
set when the company moved into its 
new home office building in 1954, jt 
was then that the company passeq 
$400 million. 

New life insurance issued and paid 
for during 1957 totaled $66,440,726— 
more than 10% over the sales total of 
1956. 

Assets also reached a record high, 
totaling $154,987,044 on Dec. 31. Sur. 
plus totaled $13,260,464 at year end 
Invested assets earned 3.86% net in- 
terest before taxes and 3.60% after 
taxes. This compares with 3.71% and 
3.47% as corresponding figures for the 
previous year. 

Benefits to policyholders and bene- 
ficiaries during 1957 totaled $8,941, 
019, including dividends. Total benefits 
paid since the company was founded 
62 years ago now amount to more than 
$160 million. 


Record 700 Attend L. A. 
Agents’ Sales Congress 


A record turnout of 700 was on 
hand for the annual sales congress of 
Los Angeles Life Underwriters Assn. 

Agents were told that everyone of 
them who had been in the business 
five years and who had written 
$500,000 could just as well sell a mil- 
lion in 1958. Author of this statement 
was D. Paul Fansler, million dollar 
producer of Bankers Life of Nebraska, 
who said he is still following the ini- 
tial training he had of time control, 
persistent prospecting, closing tech- 
niques and record keeping. 

In life insurance, Mr. Fansler said, 
you succeed day by day. Every agent 
gets his greatest satisfaction in having 
done a good day’s work, and Mr. Fans- 
ler suggested a 50-hour week as the 
goal for the agent. 

Lambert M. Huppeler, vice-president 
of New England Life, recited five 
closes and advised agents to sell to 
strangers and sell today instead of 
tomorrow, using all five closes. Con- 
vince the prospect that he needs and 
can afford a program, that he can have 
confidence in his agent and company, 
and above all break down attempts 
to procrastinate, he said. 

Horace L. Mickley, Northwestern 
Mutual Life, a member of a panel on 
business life insurance, discussed key 
man coverage, how much of it should 
be purchased, and whether the plan 
proposed fits the purpose for which it 
was intended. 

In selling business coverage, keep 
the presentation simple and tell it of- 
ten enough until it hurts, Frank Na- 
than of New York Life, also a panel- 
ist, advised. 


Palach Completes 30 Years On 
Manufacturers Life Honor Roll 


Marshall C. Palach, Manufacturers 
Life, Ubly, Mich., has established a 
company record by completing 30 
years of consecutive monthly personal 
honor roll appearances. 

Top qualify for the personal honor 
roll, an agent must sell $10,000 or more 
each month. Mr. Palach has been with 
the cumpany since 1927. 
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Mr. Carlson has been with the compa- 
ny 28 years, starting in the accounting 





































} ; Dr. C. B. Ahlefeld has been named department. He has been controller 
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1 Life of In a revamping of the group depart- fer agent. Dr. Ahlefeld has been with sistant actuary since 1954. Secretary 
lar mark ment, Ray Ely, group actuary, has Business Men’s Assurance since 1941 of the company since 1947, Mr. Wag- 
. placed in and became medical director in 1946. ner went with B.M.A. in 1923. 
f the 
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benefits department, no ee nee Equitable Life Of lowa Buildi 
fo has been appoin acting assistan 
ce al manager of that department. William Harry. E. Glad- ual mn ae | 
Scharinghaus is curtailing his activi- felter, cashier of 
ties as manager of group administra- the Hugh S. Bell 
tion due to ill health, and Russell Papin of ee sanag 
4 ger rie wer bran tae : se a ag the Indianapolis Life provides its agents and general agents with liberal commissions 
: visor of claim instruction. company. He ... life-time service fees . . . hospitalization and major medical benefits . . . group 
ress jomen, ine same? life... and a non-contributory pension plan. A substantial training allowance is also 
was on Lif in and was provided, together with ALL the tools for building a successful, profitable agency— 
press of New Segond 7 il acai pie gg on including: 1 Career compensation plan and production incentive agreement for new 
s Assn, atte wise Tetiened bank of Boston, Life Agency Cash- men. 2 Basic and programming schools. 3 Success-proven training courses. 4 Busi- 
de of has been elected a director of New iers Assn. of which ness and tax seminars. § Check-o-matic and premium deposit plans. 6 Special 
SIN€ss land Life. Robert G. Dodge, a part- he was the first college senior plan. 
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the posts of agency superintendent, and William C. Ingham, director of 
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yg 30 GF 
sonal | 4 , 
: Life Of No. America 
onor Charles L. Hayes has been appointed 
more assistant actuary of Life of North 
with America. He joined the actuarial de- 





partment in 1949 and became a methods 
analyst in 1952. 


Wm. F. Spotz 


Herman T. Bailey 
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Want to 
Get Up 


in the 


World... 







with 
Your Own 
Agency? 


you would like to see yourself in a bigger, 
more rewarding position . . . giving orders and 
making decisions . . . having an agency all your own. 

We at State Life are launching new agencies in many 
states all the time and are constantly on the alert for 
men like yourself who want to rocket to a successful 
future as a career underwriter under one of the most 
generous contracts ever offered. 

Take advantage of State Life’s opportunities and 
you're sure of going up, UP, UP. Write today for our 
proposal . . . put off and you chance being left behind. 

DIHL-H. LUCUS—Director of Agencies 


STATE LIFE 
Insurance Company 


Indianapolis 
A MUTUAL COMPANY FOUNDED 1894 
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RENEWAL GUARANTY CORPORATION 1 
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Pan-American Life 
Jacob V. Manguno has been pro- 





director of sales 
promotion of Pan- 
American Life. He 
joined the compa- 
ny as production 
manager of sales 
promotion in 1957 
after several years 
as a free lance 
commercial artist 
and consultant to 
advertising agen- 
cies on planning 
and production. 


J. V. Manguno 


Prudential 


Kenneth C. Nichols has been pro- 
moted to executive director in Pru- 
dential’s group department, effective 
March 1. He will transfer to the home 
office from the regional office at 
Minneapolis, where he has been di- 
rector of group sales and_ services 
since 1956. He has held several group 
posts since joining Prudential’s region- 
al home office at Los Angeles in 1949. 

John B. Stoddard Jr., U. S. attorney 
for the southern Illinois district since 
1953, has been appointed an assistant 
general counsel of Prudential. He pre- 
viously practiced law in Springfield, 
Ill., and was an Illinois assistant state’s 
attorney. 


Jefferson Standard 


Seth C. Macon has been elected a 
senior officer of Jefferson Standard 
with the title of assistant agency man- 
ager. He has been superintendent of 
agencies since 1953 and in 1956 was 
made superintendent of agencies and 
sales director. With the company since 
1940, he formerly served in various 
home office departments and as cash- 
ier of several branch offices. He is a 
CLU. New junior officers are W. J. 
Bryan, promoted to auditor to relieve 
Frank W. Lamb, assistant controller, 
of auditing duties; Charles G. Powell 
Jr., promoted to the new position of 
assistant counsel; William W. Reeves, 
promoted to assistant treasurer and 
manager of the securities service di- 
vision; James N. Ross, promoted to 
assistant treasurer and manager of the 
mortgage loan service division, and 
John F. Smith Jr., promoted to assist- 
ant secretary and manager of the pol- 
icyholders’ service division. Also ad- 
vanced were Abner G. Crothers to di- 
rector of branch office services; Wayne 
P. Slagle, to agency secretary; Aus- 
tin Wood to agency assistant, and Cal- 
vin Pearman, to administrative spe- 
cialist in the securities service division. 


Security Mutual 


William F. Tallmadge has_ been 
named group representative of Secur- 
ity Mutual Life of Binghamton, N. Y. 
He has represented Blue Cross and 
Blue Shield for 4% years and pre- 
viously was in the division of indus- 
trial relations of the New York state 
department of labor. 


Paul Revere 


Ralph A. Stoughton has been named 
regional training supervisor of Massa- 
chusetts Protective and Paul Revere 
Life in the 12-state eastern sales re- 
gion. He entered the business with 
Mutual of New York 8% years ago at 
Portland, Me., becoming assistant man- 
ager at Portland in 1954 and assist- 
ant manager at Manchester, N. H., in 
1956. 


National Life Of Vermont 


Robert W. Tracy, treasurer since 
1944 has been elected treasurer and 
controller of National Life of Vermont. 
He was a cetrtified public accountant 
at New York for 10 years before joining 
National Life as assistant to the treas- 
urer in 1940. W. James Preble, assist- 
ant actuary since 1954, has been elect- 
ed assistant to President Deane C. 
Davis. 


moted to assistant. 
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it profitable to check with us 
when you want to make the best 
possible placement of business. 
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Group Insurance 
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<< 
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Life Insurance 
Multiple Line Company with established agents. 
Starting Life Company requires 3 men ages 25. 
32, travel lilinois, 2 years or more life insurance 
experience essential—Salary, expenses, car fur- 
nished. Exceptional opportunity for qualified men. 





Life Company requires young men with some ex- 
perience in life, sick and accident field to travel 
middle west on specific assignments. Experience 
= qualifications warrant $10,000 to $15,000 
salary. 





See or write 
MR. VAN NESS 
CADILLAC ASSOCIATES, INC. 
220 South State Street Chicago 4, Illinois 
WAbash 2-4800. 
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O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








BOWLES, ANDREWS & TOWNE. Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE— FIRE— CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 








_N. Madison Cartmell 
and Associates 
(Successors to Harold C. Pennicke) 
Consultants to 
Home Office Managements 
159 East 49th St. New York 17,N. Y. 
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and Develop Healthy Premiums” 


says H. H. “Rep” NELSON 
of Council Bluffs. lowa, 


“Package Policies—Yes Sir:—Why? 
They tie clients real close—cut overhead, 
develop healthy profit premiums, and 
eliminate competition. The first two hun- 
dred policies saved over four hundred 
future calls and that gives time for new 
production. Over $40,000 in volume on a 
three year basis. Who got it—Travelers, 
of course, because we baby these accounts. 
We want experienced adjusters on _ fire 
and casualty claims. It takes under- 
writing and claim experience in all lines, 
to do a professional job on package 


policies. NOW and TOMORROFW , too.” 


Mr. Nelson is one of the top multiple- 
line producers of The Travelers. 

When you sell The Travelers Dwelling 
Package policies you can be sure they 
are backed by Travelers continent-wide 
claim service and unrivalled liability 
claim know-how. You can be sure. too, 
that Travelers field men with their 


ost EAMILY INDEDg 
of 
s 
= E Brite) 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of personal and business insurance including 


“Dwelling Package Policies Cut Overhead 





specialized training and wide experience 
stand ready to help you. 
Your nearest Travelers Fire or Cas- 


ualty Manager will be happy to give you 
full details on Travelers Dwelling Pack- 
age Policies. Why not call him today? 


Life + Accident + Group + Fire + Marine + Automobile + Casualty - Bonds 
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and transferred from the selection de- 
partment to the executive department. 
He joined the company as an under- 
writer in the selection department in 
1952 after three years in the actuarial 
department of Acacia Mutual. He is a 
fellow of Society of Actuaries. Cyrus 
W. Hamlin, assistant director of 
agent’s training, has been elected an 
officer. 


FIDELITY BANKERS LIFE—Har- 
old J. Richards has been promoted to 
executive vice-president and_ three 
others to vice-president: Richard H. 
Guilford, agency: Charles A. LaFratta, 
credit life, and Dr. Robert M. Miski- 
mon, underwriting. Mr. Richards was 
formerly assistant to the president and 
has been with the company since it 
was organized. A CPA, he was pre- 
viously in the accounting field for sev- 
eral years. 

Mr. Guilford, formerly assistant to 
the vice-president, is co-chairman of 
LUTC and a member of NALU’s com- 
mittee for life underwriter training. 
Mr. LaFratta was formerly manager of 
the credit life department and will 
continue to direct group creditor op- 
erations. Dr. Miskimon is medical di- 
rector, as well as head of the ordinary 
underwriting department. 


HeNATIONAL UNDERWRITER 


Travelers 

Dr. Albert L. Larson has_ been 
named chief medical director of Trav- 
elers to succeed Dr. Ralph M. Filson, 
who has retired. Dr. Larson, associate 
medical director since 1951, joined the 
company as medical examiner at New 
York in 1940 and became assistant 
medical director in 1946. Dr. Filson 
joined Travelers as assistant medical 
director in 1926, becoming medial di- 
rector in 1949 and chief medical di- 
rector in 1956. 


Confederation Life 


D. E. Watts has been promoted from 
assistant group executive of Confeder- 
ation Life to associate group execu- 
tive. J. C. Mortimer, assistant secre- 
tary, has been named a management 
officer. W. J. Pratt, manager of policy- 
owners’ service, has been given addi- 
tional duties of associate claims ex- 
ecutive. 


Aid Assn. For Lutherans 


Clarence G. Steinwedel, treasurer, 
has been elected vice-president and 
treasurer, and Herbert Voecks, sec- 
retary, has become vice-president and 
secretary. Henry F. Scheig, assistant 
actuary, has been named actuary, John 





We have one of the finest salary contracts 
available to new agents anywhere—but our 
offer doesn't end there. Our clean merchandise 
gives you what you want for modern com- 
petitive selling—and we're small enough to 
give you personal attention. Grow with us! 


LIFE 





Midiand National 


INSURANCE 


HOME 
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COMPANY 


Watertown, South Dakota 
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Gall, assistant actuary, becomes asso- 
ciate actuary, Wallace Roblee, man- 
ager of the tabulating department, has 
been appointed director of tabulating 
services, and John Steudel, manager of 
the claim department, becomes assist- 
ant secretary of claims. Mr. Steinwed- 
el has been a director of A.A.L. since 
1939, and Mr. Voecks since 1940. Mr. 
Voecks’ father, Albert, was an incor- 
porator and first national secretary of 
the fraternal. 


Pilot Life 


John T. Manning has been elected 
general counsel of a new legal de- 
partment at Pilot Life’s home office. 
He succeeds C. R. Wharton, who has 
resigned and will continue general law 
practice in Greensboro. 

Pilot has promoted G. V. McNeil to 
assistant vice-president and manager of 
the mortgage loan department, Louis 
C. Stephens to assistant vice-president 
and securities department manager, 
E. C. Baker to assistant vice-president 
and credit life insurance department 
manager, and Joseph P. Gorrell to 
assistant treasurer. 


LONDON’ LIFE—Joseph Jeffery, 
president since 1953, has been named 
chairman to replace Archibald Mc- 
Pherson, who is retiring from that 
post. Mr. McPherson will continue as 
a director. Robert H. Reid, executive 
vice-president and managing director, 
will become president, and Alexander 
H. Jeffery, a director, since 1946, has 
been appointed executive vice-presi- 
dent. 


SONS OF NORWAY—Magne Smed- 
vig has been named general manager. 
He joined the society as general agent 
for Washington state in 1948 and be- 
came field manager a year later. 


NORTH AMERICAN LIFE of To- 
ronto—E. Morton has been named as- 
sistant general manager in charge of 
agencies and T. S. McEwen director of 
agencies. They succeed E. H. Hanley, 
assistant general manager in charge 
of agencies, who is retiring after 38 
years with the company. 


PIEDMONT LIFE of ATLANTA— 
S. Russell McGee Jr., manager of Con- 
necticut General in Charlotte for 3 
years, has been appointed superinten- 
dent of agencies. 
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%& Group insurance! 
¥% Pension plan! 
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Do you feel like you want to move up — are you cramped 
position? Would you like the opportunity 
to “stretch out” into an agency of your own? 


We have just what you’re looking for... . 

% Top agency building contract! 

% Liberal contract for your agents! 

¥% Acomplete Rate Book to meet every situation! 
¥% Agent’s Home Office training! 

¥% Selling aids designed to make sales! 

¥% Effective free direct mail program! 


If you’re looking for an opportunity to move ahead with an 
agency of your own, then join an organization that’s moving 
ahead — go with The Maccabees. 


We still have some choice territories (including a few major 
cities) open for development in the United States and 
Canada. Write today to Robert O. Shepler, Vice President, 
The Maccabees, Maccabees Building, Detroit 2, Michigan, 
for further details on our Career Agency Contract. 


ACCABEES — a Life Insurance Society 


Home Office Detroit 2, Michigan 








February 15, 1953 


Manhattan Life 


Henry J. Hettger has been appointy 
manager of Manhattan Life’s actuaria) 
department and Miss Helen Bush 
been named assistant manager. Wi, 
the company since 1930, Mr. Hettge 
became a statistician in the actuarial 
and tabulating departments in 1943 and 
later became statistician. Miss B 
joined the actuarial department in 
1924 and later became a supervisor, 


VOLUNTEER STATE LIFE—wpj. 
low B. Wallace has been elected vipa. 
president and Harold E. Ruck ac 
Mr. Wallace joined Volunteer in 1934, 
served several years each in the a. 
tuarial and agency departments, an 
was elected secretary in 1949. He 
continue in this capacity with super. 
vision of policy issue, premium q. 
lections, claims, and policyholdery 
service. Mr. Ruck joined the actuarig | 
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staff of Volunteer in 1951 and was R 
named assistant actuary in 1955, Ip : 
1957 he became an associate of th  appou 
Society of Actuaries. Richa 
Nuys, 

transf 

AMERICAN ANNUITY LIFE. pacity 
‘John F. Bond has been named vig. | sistan 
president and_ superintendent q 1956, 


agents at Lansing. He has been with 
oo Benefit Life at St. Johns, 
ich. 


NATIONAL SAVINGS LIFE of 
Spartanburg, S. C.—George K. Harris 
director of agencies of Royal Life of 
Atlanta, has been appointed agency 
director. He previously was with 
American National Life of Galveston 
and was manager of Service Life of 
Fort Worth in Atlanta. 


COLUMBIAN MUTUAL of Bing. 
hamton, N. Y.—Arthur J. Kern, former 
manager of the A&S underwriting de. 
partent of Inter-Ocean, has _ bee 





named director of the underwriting | J. w. 
department. ake 
joinec 
visor 
GULF LIFE—William R. Christmas } sistan 
has been appointed actuary. He began | coln | 
his career with Sun Life of Canada % } ferty 
years ago and has been with Mon- | pervi: 
arch Life and Massachusetts Mutual | later 
He has been group secretary of New | Angel 
England Life for 5% years. He isa ton jc 
fellow of Society of Actuaries. visor 
came 
SECURITY LIFE & _ TRUST of Gen 
Winston-Salem—New officers are De- 
Leon Britt, director of sales in the Che 
group creditor department; RugglesL.| ager 
Baker, assistant secretary, and S. V. been 
Brooks, supervisor of sales in the home | agenc 
protection department. Elected to the | Lomt 
board were R. Grady Wilmoth, vice- | eral 
president and treasurer, and Harty | joine 
W. Lewis, vice-president and man- | 1955: 
ager of the home protection depatt- Wil 
ment. distri 
ly wi 
elers 


AMERICAN LIFE of New York— 
Miguel J. Codoy, 1st vice-president of 
the New York insurance brokerage 
firm of Ultramar Inter-America Corp. 
and executive vice-president of Ul- 
tramar Western World Corp., New 
York correspondent of the Havana 
corporation of the same name W 
serves as Latin American managers 
for American Surety, has been elect- 
ed a director. Other new directors are 
John C. Barrows, comptroller of 
American Life and a trustee, vice-pre- 
sident and comptroller of American 
Surety, and Alanson R. Fredericks, 
general counsel of the life company 
and a vice-president and gen 
counsel of American Surety. 


NORTH CAROLINA MUTUAL) 
LIFE—Aaron Day Jr. has been pro- 
moted from agency director to vice- 
president and R. C. W. Perry from as- 
sistant controller to assistant secretary. 
C. C. Spaulding Jr. has been elected 
general counsel and a director. 
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News Of Field Men 


Travelers 
Ralph D. Drew, manager at Sioux 
city since 1953, has been transferred 
to Van Nuys, Cal., in the same capacity. 
W. Anderson, assistant man- 


oe at Omaha since 1955, has been 








vith super. 
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R. D. Drew N. W. Anderson 


appointed manager at: Sioux City. 
Richard J. Lafferty, manager at Van 
Nuys, Cal., since last year, has been 
transferred to Seattle in the same ca- 
pacity. John W. Harrington Jr., _as- 
sistant manager at New York since 
1956, has been appointed manager at 
New York. Mr. Drew joined Travelers 
at Aberdeen, S. D. in 1946 and served 
as assistant manager at Des Moines 
and Oklahoma city. Mr. Anderson 





J. W. Harrington Jr. R. J. Lafferty 


joined the company as a field super- 
visor at Duluth in 1947 and was as- 
sistant manager at Duluth and Lin- 
coln before going to Omaha. Mr. Laf- 
ferty joined Travelers as a field su- 
pervisor at Los Angeles in 1951 and 
later was assistant manager at Los 
Angeles and Van Nuys. Mr. Harring- 
ton joined Travelers as a field super- 
visor at Buffalo in 1952 and later be- 
came assistant manager at Erie. 


General American Life 


Chester L. Hollifield, district man- 
ager at Fort Lauderdale, Fla., has 
been promoted to general agent of the 
agency there. He succeeds John E. 
Lombardo who has been named gen- 
eral agent at Baltimore. Mr. Hollifield 
Joined the Fort Lauderdale agency in 
1955 as an agent. 

William H. Hinton has been named 
district manager at Atlanta. He former- 
y was a field supervisor with Trav- 

ers. 





Life & Casualty 


Frank C. Womack, district manager 
at Nashville since 1924, has retired 
after 35 years with Life & Casualty. 
He is past president of Nashville and 
Tennessee Assns. of Life Underwrit- 
ers. J. L. Hill, district manager at 
Anaheim, Cal., since 1955, succeeds 
Mr. Womack. Mr. Hill joined Life & 
Casualty in Atlanta in 1941. 


Life Of North America 


Vernon J. John- 
try has been 
named manager of 
Life of North 
America at Los 
Angeles with of- 
fices in the North 
America building 
at 621 South Virgil 
avenue. He en- 
tered the business 
with Guardian 
Life in 1934 and 
advanced to as- 
sociate manager at 
New York. He has V. J. Johntry 
been Guardian’s 
brokerage manager at Los Angeles 
for seven years. He is a CLU. 





Midland Mutual Life 


M. Eugene Farris has been appointed 
as general agent for the Chicago area, 
with headquarters 
at 222 West Adams 
street. He will re- 
present the com- 
pany in Cook, Du- 
Page, Kane, Lake 
and Will counties. 
Mr. Farris entered 
the insurance busi- 
ness 12 years ago 
and most recently 
has been _vice- 
president and 
manager for the 
Chicago agency of 

M. E. Farris Union Mutual Life. 

He is a director of 

Chicago A&H Assn. and recently was 

named instructor for the first DITC 
course in Chicago. 


Confederation Life 


Confederation Life has appointed J. 
G. Beausejour, Montreal, R. J. Mac- 
Isaac, Orillia, Ont., D. J. Moody, Lan- 
sing, Mich., and J. Tary Jr., Toledo, O., 
divisional managers. 


United States Life 


Ira R. Jones has been appointed 
general agent of United States Life at 
LaGrange, IIl. In the business 20 years, 
he has been a sales manager of Mor- 
gan Jones & Co. at Elgin, Ill., and at 
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a worthwhile 
and rewarding 


CAREER 


the finest contract 
e more advantages 


@ Unusually high commissions @ Sales aids 

@ Competitive rates @ Hospitalization, life, 

étanaded disability and retirement 
Gert we benefits for you and 

@ Training your family 


- $P= +. &. Newton, Field Manager 

© € FOR __ Dept. 2-WNU, Woodmen of the World, 
WRIT ROOF Insurance Bldg, Omaha 2, Nebr. 
THE 


POETIC, Unlimited Free Treatment for Pulmonary Tuberculosis 


‘, WOODMEN sx: WORLD 
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< LIFE INSURANCE SOCIETY 

a Home Office: 1708 Farnam Street 

o° Omaha 2, Nebraska 

Since 8 —_ World's Financially Strongest Fraternal Benelit Society 









a BERN, 


« 








Colonial’s Family Plan 


Covers Entire Family 
Including All Future Children 


One Low Premium Provides 


permanent life insurance up to $15,000 on father 
... cash values . . . conversion privileges 
. .. term on mother and children. 


Plus Special Feature: $10 per month income 
(each $1,000 on mother) for ‘“‘baby-sitting” 
or other expense in event mother dies 

within 15 years (maximum 15 years). 


Optional: Family Income Rider may be added. 


Th 


1 Colonial Life 


INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 
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The Sky’s NO LONGER the limit! 





For the man willing to explore unlimited 
opportunity, North American Life offers 
top contracts, liberal financing and a com- 


plete portfolio of Life and A&S contracts. 


Our 1957 Paid Life production set a new 
high in North American’s fifty year history 

. success makes for success for the man 
who wants it—-NOW! 


NORTH AMERICAN LIFE 
frsurance Company OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 





North American Building Chicago, Illinois 
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i 612 West 47th Street i 

i Kansas City, Missouri ; 

CREEL. / 


oe 0 A company on £ ée move. 





one time was a director of branch 
offices of Continental Casualty. 

Jack Miller has been appointed gen- 
eral agent of United States Life at 
Herkimer, N. Y. He was with Aetna 
for six years. 


Manhattan Life 


James T. Kelly 
has been ap- 
pointed general 
agent of Manhat- 
tan Life on Staten 
lsiana, N. Y., with 
offices at 318 Vic- 
tory boulevard. He 
entered the field 
with Prudential in 
1946 and has oper- 
ated his own gen- 
eral brokerage 
agency since 1950. 





James T. Kelly 


Security Mutual 


Howard D. Brown, auditor since 
1948 of Security Mutual Life of Bing- 
hamton, N. Y., has been named ex- 
ecutive vice-president of Harold D. 
Farber, Inc., the company’s agency in 
Buffalo. He has been with the com- 
pany since 1937. 


Lincoln National Life 


James L. Forman has been named 
supervisor of the Glenn G. Lamar 
agency of Lincoln National Life in 
Birmingham. Mr. Forman joined the 
agency last May and has been in the 
business for two years. 


Kansas City Life 


John A. Lambeth, Charlotte, N. C., 
has been named general agent for 
Kansas City Life. His territory will 
comprise 26 counties in western North 
Carolina, and his offices will be at 
5318 Murrayhill road, Charlotte. Mr. 
Lambeth has been a life agent for more 
than 10 years. 
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FIRST: 


TOP PRODUCTION 


| with better prodocts 


SECURITY LIFE & Accident Representatives hit top 
production brackets through aggressive and intelli- — 
gent use of sharp, powerful tools provided by: 


Company research which poirits the way to new 
concepts of insurance coverage needed today. _ 
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Mutual Trust Life 


George S. Wemyss has been namy 
general agent at Portland, Me. Sing 
1950, he has been agency SUP ETVisoy 
and office manager of the Grof agen. 
cy at Boston. i 





B.A.R.E. 


Bertram Gladstone has been ap. 
pointed state general agent for Kansas 
by Benefit Association of Railway, 
Employees. His agency will be loca. 
ed in Wichita. 

William Mauck has _ been name 
state general agent for Iowa at 
Moines. Before joining Benefit Aggo. 
ciation of Railway Employes, he ha 
10 years experience in insurance in 
Iowa and Minnesota. 


SOUTHWEST INDEMNITY & Li7; 
—Frank E. Ragsdale has been name 
brokerage manager for the Waep 
Austin and San Antonio territory, fe 
had previously been with Great South. 
ern Life at Austin. Mr. Ragsdale has 
worked in insurance 22 years, and has 
been active in Texas Assn. of Life 
Underwriters. 


PIONEER MUTUAL LIFE—Philip 
C. Maragos has been named genera 
agent at Denver and O. K. Sather 
general agent at Helena, Mont. Mr 
Maragos has been a producer for fiye 
years, and Mr. Sather has been in jp. 
surance since 1946. 





STANDARD OF OREGON—h 
opened a new agency office in Sa 
Jose, Cal., with Ben J. Corsetti as 
agency manager, at 414 Bank of 
America building. Standard has op. 
erated in California since 1929. This 
is the sixth agency office in the state. 


CORNBELT LIFE—Harry Dowle 
has joined the company as fieldman 
in western Illinois and_ will have 
headquarters at Springfield. 
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Ee Cc uU ri t Life & Accident 
Company 
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inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Bivd. Individuals placing ads are requested 


. to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 











EXCEPTIONAL ACTUARIAL OPPORTUNITY 


Must be Fellow, Actuarial Society. 

Should have background of Company experience. Preferably under 40 years 
of age. 

Unusual opportunity for qualifying applicant, with fast-growing mid-west company. 
All communications strictly confidential. Write to Box Z-1, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








HOME OFFICE UNDERWRITER 
SENIOR & JUNIOR POSITIONS OPEN 


QUALIFICATIONS: 
Underwriting. 

COMPANY: Over 4 billion in force. Recent promotions make these two desir- 
able openings available. Group benefits. Pension Plan. Five day week. Mild 
climate. Salary open. 


IN APPLYING: Give pertinent facts in first letter as to age, education, expe- 
rience, present salary. All replies strictly confidential. (Our personnel have 
been advised of this ad.) 

BOX Y-62 c/o The National Underwriter Co. 
175 W. Jackson Blvd., Chicago 4, Ill. 


Ages: to 45. At least 5 years experience in Ordinary 








AGENCY MANAGER 


One of the nation's oldest and largest life insurance companies has openings in 
several major cities throughout the United States for men who are qualified to 
assume the position of Agency Manager in an established agency. We are inter- 
ested in building large agencies. The requirements are: 

1. Successful experience in agency field management; 

2. Married, between ages 28-40; 

3. College education (or, evidence of its equivalent in the form of CLU Train- 

ing or other professional education). 

The position carries with it a substantial starting salary, depending upon qualifica- 
tions. Supervisory assistance is provided at Company expense. In addition, there 
is an expense account and exceptional pension and group insurance benefits. All 
of our Field Management personnel know of this ad. For a personal interview, 
write, giving full particulars to Box Y-65, c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 








LIFE UNDERWRITING POSITIONS 
Junior & Senior Openings 
Two experienced underwriters needed for our Chicago Home Office Under- 
writing Staff. These positions offer an excellent opportunity for growth with 
our rapidly expanding company operations. 
Applicants should be 25 to 35, with 2 to 5 years Life Underwriting experience. 
Reply in confidence stating age, education, experience and salary expected.’ 
Personnel Division 
ALLSTATE LIFE INSURANCE COMPANY 
7447 Skokie Boulevard 


Skokie, Illinois 











PENSION ACTUARY 


Consulting organization in Philadelphia has an 
opening for a Fellow or an Associate of the 
Society of Actuaries. 

Duties will include supervision of small Cal- 
culating Department, design and valuation of 
self administered, fully insured and combina- 
tion plans. 

Starting compensation will be based on ex- 
perience and subject to negotiation, but will 
pay oa satisfactory applicant more than he is 
now receiving. 

An adequate employee benefit program is in- 
cluded. 

An interest in the business may be antici- 
pated. Reply Box Z-4, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


AGENCY ASSISTANT 


Here is an unusual opportunity for a life 
man 28-40 interested in training—creative 
—promotional work . . . someone qualified 
for rapid advancement to a key home of- 
fice agency department position with one 
of Americas’ largest and fastest growing 
life insurance companies. Home Office, 
Chicago. Salary open. Send résumé in 
confidence to Box Z-5, The National Un- 
derwriter Company, 175 West Jackson 
Blvd., Chicago 4, Illinois. 


FeNATIONAL UNDERWZIIER 


Field Changes 


State Mutual 


State Mutual has opened an agency 
at Sacramento and appointed Robert 
E. Osborne manager. He had been with 





aa 


J. R. Kalb R. E. Osborne 
Penn Mutual at Sacramento. The agen- 
cy is in the Cladianos building, 2530 J 
street. 

John R. Kalb has been named man- 
ager of State Mutual at Milwaukee 
to succeed Richard E. Imig who will 
remain with the agency and devote 
full time to personal production. Mr. 
Kalb entered the business in 1951 and 
three years later became assistant 
general agent of State Mutual in Chi- 
cago. He is a graduate of the compa- 
ny’s management training center in 
Pittsburgh. 


Prudential 


Hayman B. Parks has been named 
manager of Prudential’s Madison agen- 
cy to succeed Roy A. Hunter who will 
remain with the agency to organize 
and develop a brokerage unit. Before 
his promotion, Mr. Parks was associate 
manager of the company’s Milwaukee 
agency. He joined Prudential in 1946 as 
a special agent in Milwaukee, was pro- 
moted to division manager there in 
1952, and to associate manager in 1955. 

Earl H. Herbein has been appointed 
district manager of Prudential at Un- 
iontown, Pa., to succeed R. Clair 
Wheeling, who assumes a similar posi- 
tion at Altoona, Pa. Mr. Herbin has 
been a staff manager at Ambridge, Pa., 
since 1933. 

H. D. Nielsen has been appointed 
manager in Salt Lake City (Utah) of 
the Wasatch district agency of Pruden- 











GROUP REGIONAL SALES MANAGER 


A strong active Midwest Life and Acci- 
dent and Sickness Company has an out- 
standing opportunity for a qualified man 
with sales experience in Group Life and 
Group Accident and Sickness Insurance 
to full + ibility with com- 
mensurate authority in establishing a 
West Coast Group Sales operation. 

Send résumé of business and personal his- 
tory, and if available, photograph or 
snapshot. All communications will be con- 
fidential. Box Z-10, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 














GROUP SALES OPPORTUNITY 
IN KANSAS CITY 


Progressive Company expanding in group life, 
and group accident and sickness field, has 
good opportunity as Home Office representa- 
tive for man with at least 2 years' experience 
in group insurance service or sales. Appearance 
and personality suitable for top level contacts, 
required. Write Box Z-8, stating age, detailed 
qualifications and background and salary re- 
quirement. Our employees know of this ad. c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








LIFE INSURANCE ACCOUNTING 


Accountant with minimum of three years experi- 
ence in premium and issi ting 
with life insurance company (only). Accounting 





office. Send resume outlining background and 
qualifications, and salary requirement Box 
Z-13, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 











A progressive mid-western company writing 
life, and accident and sickness insurance 
has good opportunity in its Agency De- 
partment for an experienced man. Write 
confidentially for details to Box Y-92, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 





LIFE INSURANCE SYSTEM 
Philadelphia company needs two men with 
systems experience in life insurance company. 
Opportunities for future excellent. Unusual com- 
pany benefits. Send résumé outlining background 
and qualifications, and salary requirement to 
Box Z-14, c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 
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tial succeeding Delbert K. Schiess who 
transferred to Torrance, Cal. Mr. Nig]. 
sen joined Prudential in 1937 as aq ent 
in Ogden (Utah) and was advanced 
to staff manager in Salt Lake two 
years later. Named manager at San 
Antonio in 1947, he has served in the 
southwest since that time. Mr. Schiess 
is a native of Providence, Utah. He 
began with Prudential in 1940 as agent 
in Los Angeles and was staff Manager 
and training consultant there pe. 
fore the Wasatch post in 1956. He wil 
head the company’s newly-createg 
Harbor district agency, which yj] 
serve south Torrance, west Long Beach 
San Pedro, Wilmington and the Palos 
Verdes peninsula. 

Milton A. Sackter has been appointeq 
district manager of Prudential at New 
Rochelle, N. Y., to succeed Wesley R 
Stevens, who has been named district 
manager at White Plains, N. Y, Mr 
Sackter has been a district manager 
at New York City. 

Harry J. Church Jr. has been ap- 
pointed districe manager in Elmhurst 
N. Y., to succeed Herbert Palmer who 
has joined Prudential’s home office 
service organization. Mr. Church has 


been a _ regional supervisor in the 
Brooklyn regional office. 
Russell W. Harrison, manager of 


the Hood River (Ore.) district Office, 
has retired after nearly 40 years with 
Prudential. He joined the company in 
1919 and had been manager since 1926. 


Southland Life 


Carl E. Waychoff, field assistant at 
Houston, has been named assistant 
manager at the Austin, Tex., branch 
office. James H. Kidd, agent at Arka- 
delphia, Ark., has been named unit 
manager at Pine Bluff, Ark., and Clar- 
ence E. Kiesling, agent at San An- 
tonio, is the new unit manager there. 


Northwestern National 


or Edgar J. Thibo- 
deau has been 
named regional 
group manager at 
Detroit, succes ding 
the late C. W. 
Freudenthal. As 
regional group 
manager, Mr. Thi- 
bodeau will be in 
charge of group 
sales and_ service 
for Michigan and 
Indiana. 


E. J. Thibodeau 


Union Labor Life 
Richard J. Reese will manage the 


new branch office of Union Labor Life 


at 995 Market street, San Francisco. He 


has been with the company in Cleve- 


land. 


Occidental Life Of California 


Donald J. Wehling has been appoint- 
ed assistant brokerage manager for 
Occidental Life of California at Chi- 
cago. He will work with Manager John 
L. Gillstrap at the LaSalle street of- 
fice. 

Larry D. Kraus has been promoted 
to assistant regional manager in the 
Los Angeles group office headed by 
Claude Hartley. Mr. Kraus joined Oc- 
cidental in 1956. : 

Frank J. Tenerello, group service 
representative, has been promoted to 
group service manager in the Chicago 
group office. He has heen with the 
company since 1955. 

Frank O. Kuhl and Donald A. Drews 
have been promoted to group sales 
representative. 

Mr. Kuhl recently took charge of the 
company’s Tampa, Fla., office. } 
Drews is assigned to the Grand Rapids, 
Mich. office. Both have been with Oc- 
cidental for a year. 














Quaker City Life will move its 
home office from 1801 Market street, 
Philadelphia, to 1515 Locust street on 
Feb. 24. 
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LIFE INSURANCE EDITION 


‘instant Life Insurance’ Needed: Morrill 


(CONTINUED FROM PAGE 1) 


of life insurance to the middle market, 
Mr. Morrill predicted. 

“As to professionalism, the need for 
it in serving the property insurance 
needs of great corporations or the life 
insurance needs of upper-income peo- 
ple is not debatable,” he said. “But I 
submit to you that the typical insur- 
ance needs of the mass market family 
are simply met, and must necessarily 


be. 
‘Economically Feasible’ 


“The type of life insurance profes- 
sionalism we are talking about is 
economically feasible for the over- 
$15,000 group that spends $1,135 a year 
for life insurance but it cannot survive 
on the $190 a year of the average 
family. To the extent that our poli- 
cies, endorsements and payment plans 
are needlessly complicated, we must 
simplify them. The package plan can 
serve the common insurance needs of 
most families, and we must promote 
package selling to serve the ends 
both of adequate protection and of ef- 
ficient, economical distribution.” 


Monthly Payments Increasing 


Discussing the increasing trend to- 
ward getting all family expenses on a 
regular monthly-payment basis, Mr. 
Morrill said: “The business that sets 
itself counter to the spending habits 
of its customers is overburdening its 
chances of success. What can be left 
to meet irregular lump-sum obliga- 
tions—annual life insurance premiums, 
for example—if the monthly income is 
already committed to rent, car pay- 


ments, television, refrigerator and per- 
sonal loan installments?” 

Mr. Morrill mentioned what Travel- 
ers has done in combining payments of 
all its forms of insurance into monthly 
installments and the progress of the 
pre-authorized check plan in life in- 
surance, 

“To overlook the implications of this 

concept in the marketing of insurance 
would be imperceptive indeed,” he 
added. “ ... Management today knows 
that the customer is king. The chief 
marketing executive is charged with 
knowing the customer’s needs and 
wants and reflecting them in his prod- 
uct and profit planning. 
“Advertising Age _ recently noted 
that last year, in 10 common drug 
commodity groups food stores outsold 
drug stores. They summed it up: ‘Any 
marketing man who takes his eyes off 
the distribution system for more than 
a minute is likely to find himself miss- 
ing the play entirely.’ 


Don’t Lag In Marketing 


“All around us are evidences of the 
marketing progress being made in 
businesses that are competing for 
the same consumer dollar that we are 
after. The life insurance business can- 
not afford to be laggard in the market- 
ing arena.” 

Taking note of the well-known fidu- 
ciary responsibilities of the life insur- 
ance business, Mr. Morrill said that 
trusteeship doesn’t end with these ac- 
tivities: “The need for leadership in 
marketing must have the same recog- 
nition and the same attention as do 


NALU Agents To Debate Multiple Line Sales 


(CONTINUED FROM PAGE 1) 


Northwestern Mutual, New York City, 
immediate past president of New York 
State Assn. of Life Underwriters and 
recent chairman of a special NALU 
committee on by-law revision. 

3. That general insurance agents 
should handle life. Expounding this 
thesis will be G. William Blair, Bir- 
mingham, where the mid-year meet- 
ing will be held March 23-27. 

4, That general insurance agents 
should not write life. This position 
will be upheld by William M. Vaughan 
of Anderson, Fisher & Vaughan, 
general agency of Memphis. 

The Forum will begin at 2 p.m. 
Tuesday, March 25, third day of the 
five-day mid-year Meeting at the 
Dinkler-Tutwiler hotel. 


H. K. Gutmann Will Moderate 


The program will have as moderator 
Harry K. Gutmann, Mutual of New 
York, New York City, chairman of 
the NALU committee of agents, which 
sponsors the agents forum. Mr. Gut- 
mann said: “The opinions expressed 
on the program are those of the 
panelists themselves— not of NALU. 
This should be borne in mind. The role 
of NALU and the committee of agents 
1s to enable those in the audience to 
expose themselves to the best thinking 
representing all viewpoints on pro- 
blems of great concern to the industry. 
This has been done recently with 
notable success with gloves-off debates 
by eminent authorities on jumbo group 
Msurance, the double-dollar plan, the 
bank-loan plan, and industry trends 
disturbing to the field force.” 

Each panelist will have 15 minutes 
for his prepared presentation. When 
all four have finished, the meeting will 
be thrown open for a give-and-take 


XUM 


resenting a 31% 


between audience and _ panelists. 
Questions from the audience will be 
sent up to Mr. Gutmann in writing, he 
will read them, and invite a response 
from the panelist to which each is 
directed. 


Schedule Midyear Events 


Here is the schedule of midyear 


meeting events: 
Sunday, March 23 


1:00 p.m. NALU board luncheon, to be fol- 
lowed by NALU board meeting. 
4:00 Birmingham association reception. 


Monday 


7:45 a.m. NALU and GAMC executive com- 
mittees breakfast. 
7:45 Women agents breakfast and com- 


mittee meetings. 


9:00 NALU committee meetings (all 
day). 
9:30 GAMC board (all day). 
7:00 p.m. Association workshop. 
8:30 Functions and activities committee 
meeting (if needed). 
Tuesday 
7:45 a.m. Women agents drop-in breakfast. 
7:45 Executive secretaries’ breakfast. 
9:00 NALWU board. 
9:30 GAMC business meeting. 
12:15 p.m. GAMC luncheon 
2:00 Agents forum. 
6:00 Birmingham association reception. 
Dinner Executive secretaries. 
8:15 GAMC management program. 
Wednesday 
7:45 a.m. Women agents drop-in breakfast. 
8:00 Past presidents’ breakfast. 
9:00 National council. 
12:15 p.m. NALUTC luncheon. 
2:00 National council. 
Thursday 
7:45 a.m. Women agents drop-in breakfast. 
9:00 NALU board meeting. 
9:30 Alabama association sales congress. 


Occidental Life of California had its 
best month in its history in December 
with ordinary sales of $95,957,584, rep- 
increase over the 
previous December. The record ex- 
ceeds the previous monthly high of Oc- 
tober, 1957 by more than $7 million. 


the other phases of our business.” 

There is need to know much more 
about the life insurance market, he 
said. There is a wealth of data from 
statistical or “nose-counting” surveys, 
“but we are short on information of 
the motivational or psychological re- 
search variety. We need to know more 
about what kind of people are buying 
life insurance. We need to know why 
they are buying it, and why many 
people are not buying or not buying 
enough. We should know the image 
they have of our business, their atti- 
tudes, what type of protection will ap- 
peal to them, what method of distri- 
bution is required, and how they want 
to pay the premium.” 


‘Ready To Fill Gaps’ 


Warning that government is “all too 
ready to fill the gaps in security that 
private enterprise leaves behind,” Mr. 
Morrill declared that “we must keep 
our service and our marketing organ- 
ization adapted to the whole market 
that is available to us. Life insurance 
is not for the few but for the many 
and our job will not be done until we 
have geared our operation to the needs 
of every American family.” 
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New Commissioner 


For West Virginia 


CHARLESTON, W. VA.—C. Judson 
Pearson, St. Albans attorney, has been 
named West Virginia insurance com- 
missioner to succeed Harold M. Neely, 
who was named new commissioner of 
public institutions. Mr. Pearson, who 
has been serving as police judge of St. 
Albans, is a graduate of West Virgin- 
ia university and its college of law. 

Both appointments have been con- 
firmed by the senate, and are effec- 
tive immediately. Mr. Pearson, who 
has been practicing law since 1949, 
is 38. 


American College has published in 
booklet form the addresses given at 
the annual CLU conferment by Stan- 
ley F. Teele, dean of the graduate 
school of business administration at 
Harvard, and talks given at the Amer- 
ican College hour by Julian Myrick, 
chairman of American college, and C. 
Canby Balderston, vice-chairman of 
the federal reserve system, at the an- 
nual meeting of National Assn. of Life 
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Underwriters. 








CALIFORNIA 


ILLINOIS (Cont.) B 





COATES, HERFURTH & 


ENGLAND 
CONSULTING ACTUARIES 


San Francisco Denver Los Angeles 








CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 


332 S. Michigan Ave. Chicago 4, Ill. 
Telephone WAbash 2-3575 











GEORGIA 





RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
Pension Consultants 
William-Oliver Bldg. Atlanta 
JAckson 3-7771 











GA.-VA.-NY.-ME. 





BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 








IOWA 
TAYLOR AND TAYLOR 


Consulting Actuarial and 
IBM Statistical Service 


’ 814 American Bldg. 
Home Office Cedar Rapids, Iowa 














INDIANA & 
NEBRASKA 


Haight. Davis & Haight. Inc. 
Consulting Actuaries 


ARTHUR M. HAIGHT, President 











GEORGIA & 
MICHIGAN 


LIFE—FIRE—CASUALTY Indianapolis Omaha 
EMPLOYEE BENEFIT PLANS be 
RICHMOND ATLANTA NEW YORK 
PORTLAND NEW YORK 
Wolfe, Corcoran and Linder 





Alvin Borchardt & Company 
CONSULTING ACTUARIES 


= AND = 
INSURANCE ACCOUNTANTS 
3501 Cadillac Tower Detroit 26, Mich. 
1106 William Oliver Bldg. Atlanta, Ga. 











ILLINOIS 


Consulting Actuaries 
Insurance Accountants 


Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y. 


PENNSYLVANIA 








E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 


Bourse Building 
Phila. 6, Penna. 


Consulting Actuaries 
Accountants 








CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 








Lenard E. Goodfarb, F.S.A. 


Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 
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HeNATIONAL UNDERWRITER 


430 Quality For 1958 MDRT In January 
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Fla.; W. C. Hartman Jr., National of Vermont, 
Athens, Ga.; J. O. Hawkins, New York Life, 
St. Louis; M. V. Henkel, Mutual Benefit Life, 
Newark; H. N, Hoffman, New York Life. Ar- 
lington, Va.; W. J. Hopwood Jr., Great-West, 
Winnipeg. 

J. B. Irvine Jr., National of Vermont, Chat- 
tanooga; Jack Isaacson, Metropolitan Life, Chi- 
cago; Bernard Jaffe, Penn Mutual, San Fran- 
cisco; E. L. Jones, Massachusetts Mutual, 
Detroit; H. P. Jones, Atlantic Life, Pittsburgh; 
A. R. Josephs, New York Life, Charlotte, 
N. C.; W. J. Keyes, Security Life & Trust, 


Greensboro, N. C.; L. C. Kiesling, Continental 
American Life, Wilmington, Del.; W. T. Larsen, 
Mutual Benefit Life, Newark; R. A. Lauer, 
Northwestern Mutual, Cincinnati; E. Y. H. 
Leong, Standard Life of Indiana, Honolulu; 
R. W. Leu, Massachusetts Mutual, Peoria, II1.; 
S. J. Levine, Mutual of New York, Chicago; 


B. C. Lewis, Prudential, Newark; E. W. 
Lierke, Connecticut General, Minneapolis; 
E. M. Lillis, Northwestern Mutual, Erie, Pa.; 


H. R. Lindenberger, Ohio National, York, Pa.; 
Stanley Liss, New York Life, New York City; 
R. E. Loewenberg, Massachusetts Mutual, New 





Athtantas Finest 
THE 
DINKLER PLAZA 





Everything's new, 
including banquet 
facilities to accommo- 
date 2000 persons; 
600 beautiful guest 
rooms and luxury 


suites; 4 outstanding 
restaurants and com- 
plete air-conditioning 
throughout the hotel. 











OTHER 


DINKLER 
HOTELS 


THE DINKLER-TUTWILER 
Birmingham 


THE 
DINKLER- 
JEFFERSON DAVIS 
Montgomery 


THE 
DINKLER- 
ANDREW JACKSON 

Nashville 


| THE ST. CHARLES 
_ New Orleans 














ND 


A 
MOTOR 
INNS 


JAMAICAN MOTOR LODGE 
Jacksonville, Fla. 


THE BELVEDERE MOTEL 
Atlanta, Georgia 
e 
Teletype Service 
to all Dinkler Hotels 
7 


CARLING DINKLER 
President. — 


CARLING DINKLER, JR. 
Executive Vice President 














underwriters. 





Aven) mn ialks 
Coupon 


Sewice folije Mnsurance Rep reser 


Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 


Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 


_ I am interested in your service. Please send further 
information, at no obligation to me. 











York City; M. A. Lowenberg, Aetna Life, New 
York City. 

J. L. McDowell, New York Life, New York 
City; Elliott McClung, Southwestern Life, Dal- 
las; L. C. McGann, National Guardian Life, 
Madison, Wis.; T. B. McGlinn, Mutual Benefit 
Life, Miami; J. L. McGookey, New York Life, 
Castaiia, O.; Wallace McGwire, New York Life, 
Plainfield, N. J.; C. A. B. MacRury, Great- 
West, Vancouver; Louis Matusoff, Kansas City 
Life, Dayton, O.; R. L. Maxwell, Southwestern 
Life, Dallas; S. R. Mickle, Connecticut Mutual, 
Charlotte, N. C.; V. A. Miletti, Northwestern 
Mutual, Red Bank, N. J.; J. D. Miller, Mutual 
of New York, Chicago; Walter Montee, Amer- 
ican Fidelity Life, Warrington, Fla.; M. C. 
Muller, Phoenix Mutual, New York City; L. C. 
Mumme, Jefferson Standard, San Antonio; 
F. R. Neuman, Aetna Life, Grand Rapids, 
Mich.; F. B. Northrup Jr., Mutual Benefit 
Life, Syracuse; A. J. Ostheimer 3rd, North- 
western Mutual, Philadelphia; U. A. Palo, 
Prudential, South River, N. J.; Bertram 
Parker, Southwestern Life, Corpus Christi, 
Tex. 

M. F. Palmer, Sun Life of Canada, Edmon- 
ton, Canada; W. Henry Pendell, Penn Mutual, 
Saginaw, Mich.; H. S. Peril, New York Life, 
Harrisburg; J. J. Polachek, New England Life, 
Pittsburgh; C. I. Quilling, New York Life, Day- 
ton, O.; Eugene Rappaport, Pacific Mutual, 
Chicago; H. L. Regenstein, Massachusetts Mu- 
tual, New York City; C. R. Robb, Northwest- 
ern Mutual, Chicago; W. H. Robbins, Equita- 
ble Life of Iowa, Lafayette, Ind.; E. W. 
Rosenheim, Penn Mutual, Chicago; R. A. Ro- 
senthal, Mutual of New York, St. Louis; F. R. 
Sale, General American, St. Louis; A. I. Sand- 
berg, Connecticut Mutual, Chicago; J. B. San- 
ders Jr., Franklin Life, Lake Charles, La.; 
W. J. Schloen Jr., Manhattan Life, Beverly 
Hills, Cal.; S. O. Schumacher, Provident Mutu- 
al, Akron; C. E. Seay, Southwestern Life, Dal- 
tas; G. S. Severance, Ohio National, Lincoln- 
wood, Ill.; J. S. Sierra, Mutual Benefit Life, 
Dallas; R. N. Sinclair Jr., American United, 
Indianapolis. 

N. Smith 2nd, Northwestern Mutual, 
Charlotte, N. C.; A. D. Spencer, Provident Life 
& Accident, Chattanooga; W. L. Spencer, Eq- 
uitable Society, Youngstown, O.; D. T. P. 
Steele Sr., Northwestern Mutual, Dubuque, Ia.; 
A. I. Stix Jr., Mutual Benefit Life, St. Louis; 
R. E. Stringer, State Mutual, Detroit; D. E. 
Stull, Mutual Benefit Life, Dayton, O.; S. B. 
Sworski, New York Life, Los Angeles; W. F. 
Szwed, Acacia Mutual, Detroit; D. J. Takagi, 
Occidental of California, Honolulu; E. G. 
Thomas, John Hancock, Colorado Springs; H. 
E. Thomas Jr., Philadelphia Life, Norristown, 
Pa.; C. E. Tobias Jr., Provident Mutual, Nor- 
ristown, Pa.; R. B. Walker, New York Life, 
Hollywood, Fla.; G. Clifton Webb, United 
Services Life, Lawton, Okla.; Sidney Weis- 
man, Northwestern Mutual, Detroit; C. H. 
Weiss, New England Life, New York City; 
J. M. Whitmire, Southland Life, Wichita Falls, 
Tex.; R. E. Whitmoyer, Phoenix Mutual, Dear- 
born, Mich.; Theodore Widing, Provident Mu- 
tual, Philadelphia. 

Earl Winburn, New York Life, Pasadena; 
William Winnick, Occidental of California, 
New Haven; A. L. Wolf, Business Men’s As- 
surance, Flagstaff, Ariz.; M. C. Wong, Occi- 
dental of California, Honolulu; R. E. Wood, 
Phoenix Mutual, San Francisco; S. B. C. Wood, 
Travelers, Philadelphia; R. K. Zetland, New 
York Life, Chicago. 


Life 


E. W. Ashley, Canada Life, San Francisco; 
F. M. Bean, John Hancock, Chicago; W. G. 
Booker, Crown Life, Toronto; J. E. Bright, 
New England Life, Buffalo; Robert Brilliande, 
Financial Security Life, Honolulu; M. S. Cald- 
well, Connecticut Mutual, Salt Lake City; E. J. 
Christy, Occidental of California, Dearborn, 
Mich.; P. F. Clark, John Hancock, Boston; 
R. L. Colby, Franklin Life, Indianapolis; Frank 
Crum, New York Life, Detroit; Peter Deme- 
triou, Metropolitan Life, New York City; F. B. 
Donovan, Northwestern Mutual, Peterborough, 
N. H.; Eddie Dyer, Southland Life, Fort Worth; 
D. B. Fluegelman, Connecticut Mutual, New 
York City; M. P. Ford, independent, Boston; 
Irving Freed, New York Life, New York City; 
O. A. Gramm, Northwestern Mutual, Mil- 
waukee; J. R. Guy, Northwestern Mutual, 
New York City; W. R. Hutch, Aetna Life, Buf- 
falo; R. D. Kaplove, Prudential, Union City, 
N. J. 

I. S. Kibrick, New York Life, Boston; S. L. 
Klarer, Northwestern Mutual, Milwaukee; 
F. H. Kross, Connecticut Mutual, Detroit; 
T. A. Lauer, Northwestern Mutual, Joliet, Il.; 
V. A. Liberto, Franklin Life, Laurel, Miss.; 
H. Y. F. Lung, United Benefit. Life, Honolulu; 
J. R. Mage, Northwestern Mutual, Los An- 
geles; J. R. Montgomery, Phoenix Mutual, 
Philadelphia; Charles Moore, Connecticut Mu- 
tual, Memphis; M. J. Paine Jr., Lincoln Na- 
tional, Valdosta, Ga.; P. J. Perrill, Great 
Southern Life, Waco, Tex.; R. S. Peters, Jef- 
ferson Standard Life, Denver; A. F. Raynor, 
London Life, Toronto; J. H. Reese, Penn 
Mutual, Philadelphia; J. G. Ranni, American 


Name. Bankers Life, Miami; W. H. Richardson, 

t O d a Northwestern Mutual, Detroit; L. G. Rude, 
y Address. Mutual Benefit Life, Newark; E. H. Slay- 

City oe baugh, Northwestern Mutual, Yonkers, N. Y.; 








R. D. Smith, Massachusetts Mutual, Dayton, O.; 
S. C. Steinman, Northwestern Mutual, Chicago. 
H. J. Stoltz, Northwestern Mutual, Normal, 
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Atlantic ‘57 Ordinary 
Sales Were $50,595,000 


Atlantic Life ordinary life sales lay 
year reached a record $50,595,000, Up 
23%, Total A & S premium income 
was up 37%, while paid cases and 
first-year premium income showed 
substantial increases. 

Introduction of a revised whole life 
series, a 20-pay life bonus plan, a leve] 
term rider, the equity builder which 
provides early cash values, and the 
addition of a convertible term to age 
65 plan were highlights of a 3-day 
meeting of leading agents at Holly- 
wood, Fla. The A & S department in. 
troduced a modified series of non-cap. 
cellable guaranteed renewable policies 
geared to allow minimum or maximum 
protection. 








Ill.; S. J. Sugar, independent, Washington: 
B. C. Swaim, Continental Assurance, Hartford: 
Dix Teachenor, Kansas City Life, Kansas City; 
Ernest Watkins, Canada Life, San Francisco; 
S. R. Weems, Minnesota Mutual, McAllen, 
Tex.; C. R. Weil, Northwestern Mutual, Cin. 
cinnati; J. H. Wilson, Massachusetts Mutual, 
Oklahoma City; J. K. Wyard, John Hancock, 
Peoria, Ill.; S. D. Wyman, Equitable Society, 
Boston; W. S. Ziegler, Ohio National, Joliet, II, 


Qualifying & Life, First Time 


F. X. Adams, Equitable Society, Indianapo- 
lis; W. R. Balkin, Pacific Mutual, Chicago; Jack 
Bane, Southwestern Life, Beaumont, Tex; 
D. A. Bardes, Mutual Benefit Life, San Fran- 
cisco: M. R. Bearman, Crown Life, St. Louis; 
Cc. H. Brittan, Ohio National, Alliance, Neb; 
P. A. Broome, New York Life, Jacksonville, 
Fla.; W. F. Burton, New York Life, Grand 
Island, Neb.; James Byrd, New York Life, At- 
lanta; D. A. Carter, Equitable Society, Indi- 
anapolis; H. H. Cobb Jr., New York Life, Bir- 
mingham; J. W. Colter, Massachusetts Mutual, 
Pensacola, Fla.; B. E. Curry, American Gen- 
eral, Houston; C. G. DeWitt, Northwestern 
National, Houston; C. L. Doane, Mutual Benefit 
Life, Omaha; E. A. Fish, Lincoln Income Life, 
Louisville; R. S. Frantz, Massachusetts Mu- 
tual, Enid, Okla.; L. R. Futia, Guardian Life, 
Buffalo; Harry Gateley Jr., Southwestern Life, 
Ft. Worth; C. R. Gibbs, Mutual Benefit Life, 
Los Angeles. 

L. A. Goodman Jr., John Hancock, El Paso; 
Philip Grosser, Mutual of New York, Beverly 
Hills, Cal.; G. T. Guerre, Ohio National, Lans- 
ing, Mich.; F. F. Hageman, Equitable Society, 
Dayton; William Harmelin, Continental As- 
surance, New York City; R. F. Harris Jr., Pilot 
Life, Charlotte, N. C.; R. F. Hopper, Volunteer 
State Life, Chattanooga; W. T. Housey Sr. 
New York Life, New Orleans; R. F. Ives Jr, 
Massachusetts Mutual, Cincinnati; B. J. Kim- 
ura, North American Life of Canada, Hono- 
lulu; Jack Liebman, Sun Life, Chicago; J. R.A. 
McAllister, Great-West, Vancouver; R. J. Mc- 
Kain Jr., Connecticut General, Philadelphia; 
E. R. McMillin Jr., New England Life, Nash- 
ville; A. A. Mahan Jr., Provident Life & Ac- 
cident, Boston; J. E. Mann, Massachusetts 
Mutual, Harrisburg; G. R. Marsh, New York 
Life, High Point, N. C.; J. E. Mauch, Con- 
necticut General, New England Life, New 
York City. 

Kirk Parler, Prudential, Birmingham; J. H. 
Pennock, Penn Mutual, Philadelphia; E. L. 
Petersen, Northwestern National, Morris, Ill; 
R. H. Quackenbush, Connecticut General, Ft. 
Lauderdale; T. H. Redmond, Indianapolis Life, 
Anderson, Ind.; H. C. Robertson Jr., American 
National, Washington, D. C.; H. F. Roeding Jr, 


3 MIDWESTERN LIFE 
OPENINGS $8500. 
1. HOME OFFICE ASST. 


AGENCY SUPERINTENDENT (#525) 
2. SALES PROMOTION 

ADVERTISING MANAGER (#526) 
3. EDUCATION 

TRAINING DIRECTOR (#527) 


These positions recommended for men 
with 5-8 years experience, under 37 years 
of age, desirous of joining a well estab- 
lished, very progressive company. 
Openings are in the home office of well 
known medium sized companies of high- 
est reputation. Cities involved are all un- 
der 500,000 population. Highly important: 
Unusual advancement possibilities. 

ALL INQUIRIES HANDLED 
CONFIDENTIALLY. 
In writing please refer to job number. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St. Chicago 6, Ill. 
HArrison 7-9040 
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Hancock, Rochester, N. Y.; Herbert 
Northwestern Mutual, Kansas City, 
. B. Rowe, John Hancock, Charlotte, 
- M. A. Samuel, New England Life, 
- p, L. B. Smith, Connecticut Mutual, 
tlanta; J. Richard Thomas, Equitable Soci- 
Baltimore; D. E. Turbeville Jr., Southern 
Sumter, S. C.; L. A. Weaver, Phoenix 
Akron; Samuel Webber, Imperial Life 
Toronto; H. W. Whitten, American 

ity. Pensacola, Fla.; Earl Zimmerman Jr., 
Connecticut Mutual, Macon; M. H. Zimmer- 
man, Sun Life of Baltimore, Chicago. 


Qualifying, Repeating 


1 J. Abramowitz, Lincoln National, Balti- 
more; J. W. Arden, Southwestern Life, Wax- 
ahachie, TeX.; Miss Norma J. Austin, inde- 
pendent, Detroit; J. D. Babb, Security Mutual 
a Binghamton, N. Y., Pittsburgh; J. L. Baras, 
Massachusetts Mutual, Chattanooga; F. S. 
Beckett, New York Life, New York City; E. F. 
Beckwith, Phoenix Mutual, Boston; C. G. 
Bethea, State Mutual, Atlanta; L. S. Blum, 
Southwestern Life, Dallas; J. F. Boots, Ameri- 
can United, Indianapolis; F. C. Bowman, Prov- 
ident Life & Accident, Chattanooga; W. E. Boy- 
er, New York Life, Lake Charles, La.; C. W. 
Brown, Southwestern Life, Dallas; G. W. Bryce, 
United Services Life, Lebanon, Pa.; G. 
Burgess, Phoenix Mutual, Philadelphia; W. J. 
Butler, Southwestern Life, Orange, Tex.; D. L. 
Byington, New York Life, Tacoma; L. C. 
Camps, John Hancock, New York City; D. S. 
Caputo, New York Life, New York City; D. 
F. Carden Jr., Southwestern Life, Dallas. 

R. E. L. Choate, Massachusetts Mutual, Mont- 
gomery; R. R. Clevenger, Minnesota Mutual, 
Houston; S. E. Coleman, Penn Mutual, Phila- 
delphia; R. R. Cravens II, American General, 
Houston; W. W. Crawford, Liberty National, 
Birmingham; T. J. Curley, Penn Mutual, St. 
Paul; D. A. Decker, Imperial of Canada, Tor- 
onto; N J. Dollwet, Minnesota Mutual, San 
Francisco; T. S. Duck, New England Life, 
Ontario, Cal.; Jack Fagan, National of Vermont, 
Atlanta; T. H. Farmer, Phoenix Mutual, Okla- 
homa City; D. J. Figel, Mutual Benefit Life, 
Danville, Il.; H. C. Fleisher, New England 
Life, Painesville, O.; R. W. Gentzler Jr., Secur- 
ity Mutual Life of Nebraska, Omaha; W. E. 
Hagler, New York Life, San Francisco; L. C. 
Hall, National of Vermont, Columbus, Ga.; 
R. Y¥. Hand, Equitable Society, San Diego; 
J. P. Hanks Jr., Provident Life & Accident, 
Miami; C. D. Hart, American General, Bryan, 
Tex.; J. L. Helm, National of Vermont, Louis- 
ville. 

E. B. Henry, Southwestern Life, Ft. Worth; 
J. C. Hensley, independent, St. Louis; Rudy 
Horvath, Northern Life of Canada, Windsor, 
Canada; W. Z. Hyman, Mutual Benefit Life, 
New York City; Haruo Ishimaru, West Coast 
Life, San Francisco; B. T. Jenings, Union Cen- 
tral, Cincinnati; W. D. Jordon Jr., Fidelity 
Mutual, Philadelphia; W. H. Joslin Jr., Na- 
tional of Vermont, Providence; Arnold Kahn, 
New York Life, Brooklyn; A. A. Kanter, Na- 
tional of Vermont, Detroit; E. S. Kaplan, Pru- 
dential, Toms River, N. J.; W. L. Krusz, South- 
western Life, Dallas; H. A. Levenson, Western 
& Southern, La Canada, Cal.; G. E. Lightcap, 
United Services Life, Manhattan, Kan.; C. W. 
Long, Century Life, Lawton, Okla.; C. J. 
Lynch Jr., Volunteer State Life, Chattanooga; 
F, H. McCown, Texas Life, Waco, Tex.; Marc 
Miller, Sun Life of Canada, Philadelphia; 
L. L. Mills, Equitable Society, Janesville, Wis.; 
M. E. Mitchell, Occidental of California, Colo- 
rado Springs. 

M. W. Metzler Jr., Massachusetts Mutual, New 
York City; Gilbert Moody, Mutual of New 
York, Columbus, O.; Abe Newman, Guarantee 
Mutual Life, Akron; E. J. Oberlaender Jr., 
Massachusetts Mutual, New York City; Ralph 
O'Brien, Franklin Life, Indianapolis; R. E. 
O’Brien, New England Life, St. Louis; W. S. 
Phelps, Ohio National, Detroit; E. S. Pinckney, 
Travelers, Aiken, S. C.; H. A. Pledger, New 
England Life, Phoenix; B. B. Plyler Jr., New 
England Life, Wilson, N. C., J. J. Polachek 
Jr., New England Life, Pittsburgh; W. C. Pol- 
achek, New England Life, Pittsburgh; B. T. 
Popovich, United Services Life, Sacramento; 
L. F. Pratt, Penn Mutual, Knoxville; H. S. 
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St. Louis Men Of Year 
Fete Postponed By Storm 


A heavy snowstorm which disrupt- 
ed traffic and travel forced a post- 
ponement of the Men of the Year ban- 
quet of St. Louis General Agents & 
Managers Assn. which was scheduled 
for Jan. 31. H. Bruce Palmer, Presi- 
dent of Mutual Benefit Life, who was 
to be the principal speaker, was un- 
able to reach St. Louis when his 
plane was grounded at Indianapolis. 

The banquet would have honored 
51 leading life insurance producers 
from St. Louis agencies and branch 
offices, who had met the qualifying 
tules: Either $500,000 paid ordinary 
volume or $10,000 in paid life pre- 
miums during 1957. The association 
hopes to announce a new date for the 

quet soon. 
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Honored At Pittsburgh Reception 





R. Maxwell Stevenson (left) and William M. Furey. (right) were guests of 
honor at a recent reception in Pittsburgh where it was announced that Mr. 
Stevenson, general agent of Berkshire Life at Pittsburgh since 1943, is re- 
linquishing management duties but will devote some time to his personal 
clientele. Mr. Furey, supervisor in the agency since 1953, succeeds Mr. Steven- 
son and is the fifth member of his family to head the agency. Also pictured are 
President W. Rankin Furey of Berkshire, former general agent of the same 
agency (second from right), and Alexander P. Reed, retired president of 
Fidelity Trust Co. and founder of Pittsburgh Life Insurance & Trust Council. 








Pressler, John Hancock, Cincinnati; M. F. Rich- 
ards, United Services Life, Fredericksburg, 
Va.; J. S. Rupert Jr., Acacia Mutual, Wil- 
mington, Del.; C. E. Seim, New York Life, 
Spokane; J. J. Serra, Mutual of New York, 
Shreveport, La.; H. E. Skold, New York Life, 
New York City. 

L. H. Stern, Penn Mutual, St. Louis; C. H. 
Stewart, Consolidated American Life, McAllen, 
Tex.; J. R. Stilb, National of Vermont, Tuc- 
son; Ralph Szabo, Mutual Benefit Life, New 
York City; J. B. Tisdale, Franklin Life, Mont- 
gomery; M. L. Tompkins, London Life, Calgary, 
Canada; G. C. Toole Jr., National of Vermont, 
Tallahassee; C. T. Trolin, Connecticut Mutual, 
New Haven; J. D. Turner, Mutual Benefit 
Life, Los Angeles; Andrew Vander Zwaag Jr., 
Franklin Life, Lansing, Ill.; Arden Van Dine, 
Business Men’s Assurance, San Diego; C. J. 
Walsh Jr., Home Life of New York, Detroit; 
Brent Warren, American General, Houston; 
J. D. Wasserman, Franklin Life, Jersey City, 
N. J.; B. I. Waters, Phoenix Mutual, Phila- 
delphia; A. E. Watson, New York Life, Macon, 
Ga.; R. T. Weldon, New England Life, Water- 
town, N. Y.; W. B. Wetzell, Northwestern 
Mutual, Sterling, Ill.; B. C. White, Massa- 
chusetts Mutual, Providence; C. W. White, 
New York Life, Rochester, N. Y.; G. S. Wil- 
son, independent, Detroit. 


Qualifying, First Time 


W. H. Allison, Northwestern Mutual, Bos- 
ton; R. G. Barrick, Penn Mutual, Elkins, W. 
Va.; O. J. Beausoleil, North American Life 
of Canada, Detroit; S. F. Calio, National of 
Vermont, Hartford; M. S. Cettei, Provident 
Mutual, Woodstown, N. J.; R. H. Coffee, 
New York Life, San Francisco; H. E. Colton, 
New England Life, Asheville, N. C.; J. M. 
Cox, Occidental of California, Colorado 
Springs; J. A. Damiani, Prudential, Pennsau- 
ken, N. J.; Andrew Dan, Phoenix Mutual, 
New York City; F. D. Donaldson, New York 
Life, Enterprise, Ala.; W. L. Doney, Pruden- 
tial, Jacksonville, Fla.; H. R. Duden, New 
York Life, Annapolis, Md.; Winn Epstein, Pru- 
dential, Toms River, N. J.; Morris Feinberg, 
Sun Life of Canada, Montgomery, Ala.; J. A. 
Finkelman, Penn Mutual, San Diego; J. T. 
Foltz, Massachusetts Mutual, Jacksonville, Fla.; 
J. W. France, Century Life, Wichita Falls, 
Tex.; J. Kirk Frazier, National Life of Ver- 
mont, Jacksonville, Fla.; W. N. Gilles, Massa- 
chusetts Mutual, Durand, Wis. 

J. W. Gleicher, National Life of Vermont, 
New York City; H. W. Gober, Lamar Life, 
Jackson, Miss.; Hal Godshaw, John Hancock, 
Buffalo; L. M. Goldstein, New England Life, 
New York City; Lawrence Gould, Mutual 
Benefit Life, New York City; W. R. Hansch, 
Mutual Benefit Life, Newark; C. E. Harnden 
Jr., Connecticut General, Hershey, Pa.; Leon 
Hughes, Southwestern Life, Dallas; Harold 
Humphries, New York Life, Northridge, Cal.; 
J. C. Ingwalson, Provident Life of North 
Dakota, Grand Forks, N. D.; Mrs. Florence S. 
Jenkins, New York Life, Montgomery; 
Dr. M. D. Jones, University Life, Norman, 
Okla.; Miss Ethel B. Karene, Union Central, 
New York City; Russell Kott, National Life of 
Vermont, Manchester, N. H.; P. D. Lowry, 
Southwestern Life, El Paso; H. F. McCamish 
Jr., Massachusetts Mutual, Atlanta; R. H. 
McCreless, American Hospital & Life, Fort 
Worth; C. J. Malin, Old Line Life, Chicago; 
H. W. Neusch, American General, Austin, Tex.; 
Starr Northrop, Penn Mutual, Sacramento. 

J. H. Oatman, Southwestern Life, Wichita 
Falls, Tex.; R. F. Petiford, American National, 
Springfield, Mo; J. B. Peyton, Provident 
Life & Accident, Memphis; K. W. Pietz, New 
York Life, Minneapolis; Walter Puckett Jr., 
Provident Life & Accident, Birmingham; S. 
P. Quarles, John Hancock, Kansas City; T. L. 
Robinson, Provident Mutual, Los Angeles; 


Columbus Mutual 
Records 7% Gain 


With $65,406,162 of paid-for pro- 
duction, 1957 was the best year in the 
Columbus Mutual Life’s history. This 
represented an increase over 1956 of 
more than 7%. 

Total insurance in force rose 7% 
over 1956 and stood at $479,919,138 at 
the close of the year. Assets of the com- 
pany increased in 1957 by more than 
$8.2 million to $134,883,105. Interest 
earned on total invested assets reached 
a new high for recent years of 3.73% 
net after federal taxes. Columbus Mu- 
tual is setting aside $1.8 million for 
dividends to policyowners during 1958. 
Over $7,294,000 was paid to policy- 
owners and beneficiaries in 1957 and 
the total of such payments during the 
company’s 50 years of operation 
amounts to more than $110,500,000. 

William E. Warnkin of Cleveland 
led all agents of the company with 
over $1,279,000 paid-for during 1957. 
The G. William Sayers agency of North 
Manchester, Ind., produced over $5.5 
million to earn top rank among all 
company agencies. 


Mutual Fund To Pay 
Cash Or Stock Dividend 


Life Insurance Investors has de- 
clared a dividend of 75 cents per share, 
payable Feb. 21 to stockholders of rec- 
ord Jan. 31. The dividend will be pay- 
able either in cash or stock at the 
option of the holder. 








W. W. Ryan, Prudential, San _ Francisco; 
O. D. Safford, New York Life, Arlington, 
Va.; R. C. Schatazbel, Prudential, Las Cruces, 
N. M.; W. F. Schmidt, New York Life, Ithaca, 
N. Y.; D. L. Sharp, Mutual Benefit Life, 
Omaha; Yorio Shimamoto, North American 
Life of Chicago, Honolulu; Stanley Shotz, New 
York Life, Philadelphia; L. H. Sicular, inde- 
pendent, New York City; W. W. Skelly, Pru- 
dential, Hackensack, N. J.; Waldo Skillings, 
Great-West, Victoria, Canada; R. K. Saider 
New York Life, Centralia, Wash.; J. L. Som- 
mese, New York Life, Gainesville, Fla.; John 
Stevens, Franklin Life, Munster, Ind. 

J. A. Tate, Southwestern Life, Corsicana, 
Tex.; S. H. Title, National of Vermont, Hart- 
ford; A. S. Trenk, Dominion Life, Newark; 
D. B. Udall, New York Life, Hollywood, Cal.; 
Lig Vaillancourt, New York Life, Montreal; 
D. P. Vernier, Northwestern Mutual, Port- 
land, Ore.; P. D. Waller, Lee National Life, 
Shreveport, La.; N. A. Weitkamp, Mutual 
Benefit Life, Cincinnati; E. J. Welsh Jr., 
New England Life, Syracuse, N. Y.; S. S. 
Woodland, Southland Life, San Antonio; L. E. 
Woodworth, John Hancock, Cleveland; B. Y. 
S. Zane, North American Life of Canada, Hon- 
olulu. 
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Beers Urges Harder 
Work To Offset 
Business Recession 


In the face of the weak business 
period ahead, life insurance men 
should work a little harder and think 
a lot harder in order to do their work 
more intelligently, President Henry S. 
Beers of Aetna Life advised 90 mem- 
bers of Aetna Life Leaders Club, top 
producers’ group, at a 3-day seminar 
at Hartford. 

In this way, they can reduce the 
effect of the letdown on themselves 
personally and exert a strong rejuve- 
nating effect on the economy as a 
whole, Mr. Beers said. Despite some 
weak forces in the business picture 
that will prevail in the months ahead, 
the nation’s financial institutions are 
in an impregnable condition. 

Mr. Beers said he did not believe 
the nation is heading for a major re- 
cession. The boom had been going too 
fast and for too long, and some kind 
of an adjustment was necessary. The 
economy cannot be expected to con- 
tinue upward forever without some 
leveling off periods and some dips, he 
said. 

John C, Fistere assistant to the pub- 
lisher of Fortune and Architectural 
Forum magazines, predicted that, al- 
though competition for the consumer 
dollar will be much keener, the next 
18 months will provide a healthy cli- 
mate in which to do business. 


Install Officers 


Aetna Life’s four top producers in 
1957 were installed as officers of 
Leaders Club. They were Henry A. 
Kirsch, Shreveport, who became pres- 
ident for the third consecutive year; 
Monroe Eisenberg, New York City, 
vice-president; V. John Krehbiel, Pas- 
adena, secretary, and Robert K. Rood- 
voets, Grand Rapids, treasurer. The 
Toledo agency set a new record with 
10 qualifiers. 

Speakers included Mr. Krehbiel; 
Ralph E. Carpenter, Fresno; Lawrence 
G. Bell Jr., Toledo; Robert F. Pleu, 
Buffalo; Lawrence Mann, Los Angeles; 
Victor F. Stewart Jr., Cleveland; Mar- 
vin T. Benson, Miami; William H. 
Mauk, Toledo; Thomas R. Quilter, De- 
troit; William G. Adams, Toledo; David 
T. Faxon, Philadelphia, and Wetherbee 
Lamson, Boston. Charles McCaffrey, 
Northwestern Mutual, Milwaukee, 
conducted a series of discussions on 
new trends and methods in business 
life insurance. 

Chairmen for the sessions were 
Wallace E. Ott, Menlo Park, Cal., 
Paul R. Reynolds, Providence; Ber- 
nard Feinberg, Newark, and John M. 
Prentiss, Omaha. 


Free TB Treatment Given 


By Woodmen Of The World 


Woodmen of the World paid $209,- 
621 in 1957 to provide its members 
with free treatment for tuberculosis. 
The society paid for treatment of 
141 members—58 as out-patients, in 
55 hospitals throughout the country. 
Almost 60% of the patients received 
more than $1,000 worth of free treat- 
ment. A Detroit member received $5,- 
787, and ten others received more than 
$4,000. Before 1956, Woodmen with 
TB were cared for in the society’s 
own hospital at San Antonio, which 
established in 1923. Under the 


was 
new plan, treatment is given in the 
best qualified hospital nearest the 


member’s home. The only require- 
ment is membership for at least one 
year in Woodmen of the World. 
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KANSAS CITY LIFE INSURANCE co. 1 tollec 
Broadway at Armour in Kansas City, Mo. bes 
S € 
challe 
oa ing i 
growl 
FROM: ¥W. E. Bixby, President _ 
al ¢ 

To: C. W. Arnold, Vice-Pres. .and Superintendent of Agencies - 

wee. 
SUBJECT: ' wee 4 
AGENTS” EARNINGS and t 
midwe 
registr; 
attend 

Dear Buz, The 
To recap our discussion of last week: Again — 
in 1958 Kansas City Life Insurance Co. has as a 
its primary goal the pbuilding of a highly suc- social 
cessful, well-paid agency organization. Volume Robert 
of new production will be satisfactory if our Health | 
agents are all making money- po ope 
Concentration will be on proposals and Since 
training material in the use of savings plans in a mo 
+ life insurance where they in socia 
savings 

Dov 


and limited paymen 
fit the puyers' needs. For most men, 
and protection should go hand in hand. 

ngs of most people 


We believe that the savi 
to life insurance to 


may be better diverted 
them with greater benefits. 


provide 
The agent is certainly the Key Man to the 
buyer and definitely the Key Man to our company. 
| 
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